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How Large British 
Companies Fared 
In U. S. During 1924 


Over $160,000,000 in Premium 
Incorae Derived Here in One 
Year’s Underwriting 


RESULTS NONE TOO GOOD 


U. S. Profits Expected to Help 
Britain Re-establish Her Inter- 
national Finances_ 


London, June 17.—American fire, marine 
and casualty underwriting results mean 
much to British insurance companies, be- 
cause their participation in American 
business continues to increase on the whole 
and to represent a growing proportion of 
their total world-wide business. 

The insurance expert of the “Man- 
chester Guardian Commercial” has just 
issued a most comprehensive report on 
the business transacted by the twenty 
largest British insurance offices for 1924, 
showing their profits, interest receipts and 
dividends paid. As a large volume of 
the business is transacted in the United 
States, the report is of particular interest. 
All the companies listed are of the com- 


posite order, and many of them carry 


The report in part says: 
U. S. a Big Factor 


Unlike big banks, which are mainly 
concerned with business in the United 
Kingdom and do not operate abroad ex- 
cept. through subsidiary companies and 
foreign agencies, the business of the great 
insurance companies is. world wide. That 
is of considerable importance to them and 
not unimportant from the point of view 
of the general interests of the country, 
jor,-as with shipping and with invest- 
ments abroad, the earnings of the insur- 
ance companies contribute materially to 
those “invisible exports” or credits abroad 
which enable this country to buy food for 
its people and raw materials for its manu- 
factures. Insurance, though not a large 
contributor, is quite a useful one, and 
we should be some £10,000,000 ($50,000,- 
WW) poorer in overseas credits. but for 
Its steady expansion during the past 50 
years. It is particularly useful because 
a very considerable part of its earnings 
trom underwriting and from interest on 
vested funds is yielded by the United 
States and helps, through the operations 
of exchange, to provide those millions of 
dollars required each year to meet the 
services of our debt to America. 

The total premium income of the British 
Companies and their American subsidiaries 
last year in the United States was over 
£32,000,000 ($160,000,000,) and they had 
funds invested in America of about £50,- 
000,000 ($250,000,000.) A considerable 
Part of those funds was in excess of the 
(Continued on page 21) 
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PHOENIX 
Assurance Company, Ltd., 


of London 
100 William Street, New York 








A corporation which has stood the test 
of time! 143 years of successful business 

- Operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 














Indemnity Company 
75 Maiden Lane, New York 




















More than 29% of all business written in 
1924 was placed on the lives of old policy- 
holders. What better evidence could there 
be that policyholders appreciate the “golden 
rule” service of Iowa’s Oldest Company? 

Men desiring to become agents for a good, old 


line company will realize the advantage of a con- 
tract with this company of satisfied policyholders. 


EQUITABLE LIFE 


INSURANCE COMPANY 
OF IOWA — 
Home Office: Des Moines 





Founded 1867 














Cathedral Builders 


Each is a cathedral builder—whether he be architect, master mason, 
or apprentice helper. And each is therefore entitled to respect. 

In the institution of life insurance every man and woman, in Field or 
in Home Office, is a builder in the great temple of life. Each is there- 
fore entitled to respect. 

And in this organization the man or woman whose production is 
small is held in the same fraternity as the man or woman whose 
figures are-in the million, provided only that conscience, loyalty, and 
industry animate the work. 

We have room for men and women of high ideals, who believe that 
life insurance is one of the supreme forms of social service. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 




















Improved Death- 
Rate Is Not Due 
To Prohibition 





Some Prchibition and . Church 


Organizations Are Giving 
Volstead Act Credit 


HAD NO EFFECT, SAYS MOIR 


Actuary Tells Church Council It 
Was Not a Factor; What 
Causes Helped 


Prohibitionists and those organizations 
that are actively engaged in the promo- 
tion of prohibition have been citing the 
reduced: death rate of the country as one 
of the achievements of the Volstead Act 
and claiming the credit for prohibition en- 
forcement for the generally improved 
health conditions over those of a few 
years ago. They are able to cite the 
marked improvement that occurred in the 
death rate and general health’ of the 
population of the entire country, imme- 
diately following the enactment of pro- 
“hibition here. 

In line with this attitude, ‘the Federal 
Council of the Churches of Christ in 
America recently wrote Henry Moir, the 
distinguished actuary, president of the 
United States Life and asked him if pro- 
hibition had been an important factor in 
the declining death rate. Mr. Moir’s re- 
ply is given below. He is well qualified 
to discuss this subject because he has 
made exhaustive studies of this subject, 
the results having appeared in the “Trans- 
actions” of the Actuarial Society of 
America. His answer follows: 


Prohibition Not a Factor 


“Investigations show that the mortality 
trend from 1900 to 1922 has been gener- 
ally downwards, a great improvement hav- 
ing taken place during those twenty-two 
years. This improvement has continued 
to the present time. 

It- is difficult to express definite and 
convincing opinions as to the causes for 
the reduced rate. In general I would at- 
tribute “it to an increased education on 
the part of the people who enjoy more 
sunlight and fresh air, eat more sensible 
food and live temperately. Municipal and 
other authorities have given special at- 
tention to the health of the people by 
improving water supplies, by careful 
supervision of the milk supply, drainage 
of malarial districts, etc. The causes of 
death of the population indicate that these 
factors are inportant. Typhoid fever is 
almost a negligible factor; tuberculosis 
has been reduced tremendously; and there 
are many other causes of death which in 
like manner have been partly controlled 
during the past twenty-five years. 

You ask specifically as to whether I 
think prohibition has been an important 
factor. I think it has had little - effect 


(Continued on page 9) 
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BROADCAST No. 12 


99.75% 


1—Hart & Eubank wish to thank their agents and brokers 
for consummating such excellent results in the A®tna 


Diamond Jubilee Campaign during March, April and 
May. 














2—As we announced at the outset, Hart & Eubank were 
given the largest quota ever accorded a general agency 
for the same length of time—$28,471,576 for the three 
months, based on paid life and group production. 


3—The official figures of the Company just issued show 
that the Hart & Eubank Agency produced during 
March, April and May, on a paid for basis, $21,595,414 
of Life business, and $6,806,000 of Group business, or a 
total of $28,401,414. 


4—The Hart & Eubank Agency, through the efforts of its 
agents and brokers, therefore, produced 99.75% of the 
largest paid quota ever allotted a general agency for 


the same length of time in the history of the life 
insurance business. 


“IT PAYS TO HAVE AN ACCOUNT WITH THE AETNA” 


HART & EUBANK, General Agents 


AETNA LIFE INSURANCE COMPANY 


100 WILLIAM STREET 
NEW YORK 
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Young Chinese Here 
To Study Insurance 
TO USE OUR METHODS IN JAVA 
cribes Far East Habits; Sees Need 


for Educational Campaign There 
to Promote Good- Will 


Des 





A keen, aggressive Chinese, nephew of 
the president of the Java-China Life 
Insurance Company of Batavia, Java, is 
in New York studying American methods 
of life insurance with a view to adopting 
them on a modified scale in the promotion 
of this company. His name is Edward 
Zecka, 22 years old, who was graduated 
jrom the University of Iowa last year. 
At the present time he is taking the life 
insurance course at New York University 
and studying in the»American Foreign 
Insurance Association= @Mice. His adviser 
in this work is O, J. Morris, an agent for 
Paul R. Wendt, New York manager of 
the Equitable of Iowa. Mr. Morris, a 
personal friend of Mr, Zecka, recently 
returned from Java, where he set up the 
books for the Java-China Life. 

Edward Zecka comes from one of the 
most prominent families in Java, his 
birthplace being a town called Soekaboemi 
or “Paradise of the World.” He came 
to this country five -years ago with an 
Intense, absorbing desire to learn our 
customs. His first business experience 
was with the Equitable of Iowa in its 
actuarial department. It was his uncle’s 
plan that he become an actuary but after 
two months in this work Mr. Zecka: de- 
cided his tastes didn’t run in that direc- 
tion. He was so grateful to the company, 
however, for their help and advice that 
he came on to New York without even 
asking or expecting a salary for his 
services. 


What His Study Will Mean 


The full benefit of Mr. Zecka’s study 
here will be felt upon his return to the 
Java-China Life where he will probably 
become its secretary. It will be his job to 
engage in an educational campaign so as to 
build up a feeling of confidence and good 
will. Life insurance in Java is not re- 
garded in an altogether favorable light. 
This is due to the inborn conservatism of 
the people as well as the experiences of 
the China Mutual and Shanghai Life 
which were saved from failure in 1923 
by amalgamation with the Sun Life of 
Canada. 

American methods, in Mr. Zecka’s 
opinion, can be used only in a modified 
fashion. A high pressure artist would 
make little or no impression. Consistent 
cultivation is needed. The young men can 
be sold principally on short term endow- 
ments. and educational policies while the 
most potent argument to reach the older 
Chinese is to sell him enough insurance 
for a sumptuous funeral. Because of poor 
living conditions in the middle and lower 
classes, tuberculosis and kidney ailments 
are the most prevalent diseases. 





Java-China *Shows Initiative 


The Java-China Life made a favorable 
first impression when it capitalized for 
$250,000 with its funds invested entirely 
in local enterprise, the home office being 
in Batavia. It is now in its second year 
with more than 100 policies in force. It 

two local agencies and will operate 
throughout the Dutch East Indies, gradu- 
ally expanding to include Singapore and 
China. Louis Zecka, the president of the 
company and Edward’s uncle, has dealt 
in fire insurance for some years, represent- 
ing the Fidelity-Phenix through the A. 
F. 1. A. Due to the activities of Lloyds 
and other English companies, as well as 
Chinese and Dutch companies, practically 
‘very property owner has fire insurance. 
_ One indication that the Java-China Life 
is headed in the right direction is the in- 
lerest it takes in its policyholders. When 





insurance is sold, the new insured is-told 
that he is entitled to a silver or gold 
medal, according to the size of his policy. 
It is a handsome affair, with a likeness of 
Confucius, the trademark of the company, 
on one side and the name of the company 
and a space for the policyholder’s name 
on the other. This is so appealing to the 
policyholder that he is glad to pay for his 
medal. and wears it proudly. 

O. J. Morris, who is taking such an. 
interest in Mr. Zecka, has long been a 
student of Far East characteristics. He 
predicts a general awakening in Java, 
China and other countries as to the value 
of life insurance. From 1909 to 1914 Mr. 
Morris was with the Board of Foreign 
Missions at Singapore where he installed 
a commercial department in the Anglo- 
Chinese School. His next position was 
as auditor for the Java-China Life. He is 
now back in this country for good. 





WILL USE RADIO 





Atlanta Life Underwriters Developing 
Plans for Acquainting Public With 
Life Insurance 
The Atlanta Association of Life In- 
surers, the life underwriters’ association 
of that city, has decided to make use of 
the radio in acquainting the public with 
life insurance and its uses. A movement 
is planned to have an “Insurance Sun- 
day,” when insurance in its various 
phases will be broadcast. Sermons on in- 
surance by Atlanta ministers are to be 

one of the features. 
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NON-MEDICAL FORM POPULAR 


William Bolton of Fraser Agency Pays 
For $110,000 in 19 Weeks Because 
Of It 

An indication as to the popularity of 
the non-medical feature in life insurance, 
is found in the experience of William 
Bolton, Jr., of the Peter M. Fraser 
Agency, Connecticut Mutual general 
agents in New York. Mr. Bolton has 
been in life insurance for nearly ten 
years, never rolling up a very high vol- 
ume. In February of this year with the 
company’s announcement of the non- 
medical form, he decided to set his goal 
for at least‘one application a week. To 
date he has made this goal for nineteen 
consecutive weeks with a total of $110,- 
000 paid for business, eighty per cent. 
of which has been sold on this form. 
This is more applications than he has 
been able to write in any one year in 
the business.. His average policy was 
$4,800. Mr. Bolton is convinced that the 
consistent production of small policies is 
more practical than the occasional sale 
of large cases. 





UNITED LIFE EXPANDING 

The United Life and Accident of Con- 
cord, N. H., is expanding its territory 
consistently. Among the states the com- 
pany is developing is Florida. A num- 
ber of general agency and district office 
appointment shave been made recently, 
the latest being that of Herbert Bentley, 
general agent at Pensacola. 


Life Insurance Trusts 


Is it a good thing for the proceeds of life 
insurance policies to be handled In Trust? 


Life insurance companies and their agents 
are interested in the welfare of the Bene- 
ficiary, as well as the Insured during his life. 
Where arrangements have been made for the 
insurance to be paid in a lump sum, it is 
manifestly a good thing for the Beneficiary 
to have the money cared for In Trust. 


Almost every lawyer, banker and business 
man knows of cases where insurance money 
left for wife and children has been dissipated. 
Do you want yours to take this route? 


One method is to have payments made by 
Annuities or Monthly Installments. Another 
satisfactory arrangement is to have the 
money go into Trust, administered through 
a reliable trust company or bank trust 


This subject is fully treated in the John Han- 
cock book, entitled “Estate Conservation 
and Life Insurance Trusts,” which will be 


sent on request. 
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LIFE INSUPANCE COMPANY 


OF BOSTON MASSACHUSETTS - 


Over Sixty 


Years in Business. 


Now Insuring Over Two 


Billion Dollggs on 3,500,000 Lives. 





Hartford Men Start | 
New Association 

SUCCEEDS OLD ORGANIZATION 

Will Draw Membership From City 


Alone; Hold Dinner Meeting and 
Ratify Constitution | 











An organization meeting of the Hart- 
ford Life Underwriters’ Association, held 
recently in the Hotel Bond, was attended by 
more than seventy life insurance men, 
who, having signed the membership ap- 
plications, ratified the constitution and 
by-laws suggested by the committee and 
elected a board of directors. 

W. James Tuller, general agent for the 
National Life of Vermont, presided at 
the dinner. George H. Harris, supervisor 
of ‘field service of the Sun Life Assurance 
Company of Canada spoke on “Courage 
in Salesmanship,” and Oliver Thurman, 
superintendent of agencies of the Mutual 
Benefit Insurance Company of New Jersey 
took as his subject “Sales Methods.” 

The constitution adopted by the meet- 
ing was closely modeled after that of 
the national association, and the board of 
directors will elect the officers of the club 
at a meeting within the next ten days. 

Because of the necessity of holding meet- 
ings in the various cities of the state, and 
because of the loss of time in traveling, 
the state association did not accomplish 
all that was expected of it, it was said. 
This new. organization, drawing its mem- 
bership from the city alone, and holding 
monthly meetings is designed to overcome 
the deficiencies of the old association. The 
directors of the Hartford Life Under- 
writers’ Association are: For the term 
expiring December, 1927, Max Hartstalf, 
George L. Hunt and C. E. Stockder; for 
the term expiring December, 1926, W. 
James Tuller, E. Gilbert Shepard and 
James E. Benney; for the term expiring 
December, 1925, Dwight G. Holbrook, 
Thomas W. Russell and Gordon V. 
Kuekner. 

The committee in charge of the plans 
for organization, and which made the 
arrangements for the meeting *was com- 
posed of: 

C. William Mercer, George E. Mott, 
Thomas H. Magner, C. E. Stockder, 
James E. Benny, Eli B. Glass, John H. 
Ehn, Eugene Brennan, George L. Hunt, 
John E. Mahar, Dwight C. Holbrook, 
Max Hartstall, Henry S. Griswold, James 
A. Walsh, D. Gordon Hunter, Clayton 
W. Welles, E. Gilbert Shepard, Gordon 
V. Kuehner, W. Harry Callahan, Peter 
Foley. Isaac Paul, John M. Holcombe, 
Jr., Thomas W. Russell and W. James 
Tuller. 





HEADS BALTIMORE LIFE MEN 
At the June meeting of the Baltimore 


Life Underwriters’ Association, Lewis 
Kurtz of the John Hancock was elected 
president, Everett H. Taylor of the 


Eureka-Maryland Assurance, vice presi- 
dent, and George S. Robertson, secretary- 
treasurer. Charles W. Sloan of the 
Northwestern Mutual was made chair- 
man of the executive committee, consist- 
ing of Past President Bernard B. Gough, 
Travelers; Frederick F. Lines, Mutual 
Life; John F. Davies, Massachusetts 
Mutual; William H. Stewart, Metropoli- 
tan; and Leonard A. Spalding, Mutual 
Benefit. 





Writes $29,000,000 Business 
In First Week of June Drive 


During the first week of its “June for 
Life Policyholders” campaign, the Trav- 
elers wrote $29,000,000, exceeding any 
previous week’s record in the history of 
the company. Of this, $18,000,000 was 
special business for the drive, represent- 
ing 4,054 applications from old policy- 
holders. Fifteen New York branch 
offices and direct reporting general agen- 
cies wrote over $5,000,000 during this 
week, or about 30% of the total, 
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preaking In Cub 
- Insurance Salesmen 


CONNECTICUT GENERAL’S PLAN 





Agents on Accident Business 
Stee seve ite Easier; Firet Months 
Most Important 


The Connecticut General Life has an 
interesting plan for breaking in cub 
salesmen which is discussed in Printers 
ink.” The company sells not only life 
put accident and health. According to 
f. E. Barrett, advertising manager of the 
company, the latter types. of insurance 
are easier to sell. Such insurance has 
a selfish appeal. Payments are made 
to the insured. It takes less imagina- 
tion for him to picture himself in the 
situation of being left without an in- 
come than to picture his family in the 
same situation. Part of this is due to 
the basic fact that no man likes to think 
of his own death as being perhaps just 
the corner. : : 

esc accident insurance is easier 
to sell than life insurance, the company 
encourages its cub salesmen to specialize 
on accident policies during the first few 
months they are with the company. | In 
this way they become. used to selling, 
without suffering quite so many flat turn- 
downs as they would suffer if they sold 
fife contracts alone. Also,.each accident 
policy they sell means a prospect for life 
i nce. ‘ . 
ey a good salesman is ruined during 
his frst few months because of the ab- 
solute discouragement brought about by 
no sales. Of course the true salesman 
often comes through this period of dis- 
couragement by sheer nerve and stick- 
to-itiveness. Some companies believe 
that the man who can’t overcome his 
first discouragement isn’t worth keeping. 
Others believe with the Connecticut 
General that too much discouragement 
often’ ruins a good salesman. These 
companies make a definite effort to ease 
the path of the cub by making his ear- 
lier work easy and to give him needed 
experience for the stiffer tests to come. 
The Connecticut General plan is doubly 
successful because it not only makes the 
path easier but builds prospects for the 
future. 


PRODUCTION RUNNING HIGH 


Sales for May the Second Highest on 
Record; Show 16% Increase Over 
May, 1924 

Sales of ordinary life insurance in the 
United States in May amounted to $732,- 
952,000 according to figures just issued 
by the Life Insurance Sales Research 
Bureau of Hartford. This is an increase 
of 16% above the figures of sales in 
May, 1924. It is also the second highest 
month on record. This is the third con- 
secutive month in which sales have been 
higher than the previous month and in 
which they ave broken all records ex- 
cept December, 1924. 


BANKER A GOOD AGENT 


George Emmet Jones, formerly cashier 
of the Poydras Street Branch of the Whit- 
ing Central Bank & Trust Co., New Or- 
leans, recently became associated with Gen- 
eral Agent Frank L. Levy. He started work 
on April 20 and in the following twenty- 
six working days secured twenty-seven ap- 
plications for a total of $142,000. His 
wonderful record was largely due to the 
fact that he set thirty applications as his 
goal for the first month. He will un- 
doubtedly qualify for the Half Million 
Corps during his first year. 























ness equity.” 


the business. 


A Constructive Force 


Bests’ Reports say of the Mutual Benefit 
“Throughout its entire existence its manage- 
ment has sustained the highest ideals of busi- 


_ The more an agent knows about Life In-- 
surance, the more he becomes convinced that 
the Mutual Benefit is a constructive force in. 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


Organized 1845 
NEWARK, N. J. 











proposition. 
Address, 








PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 


PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 














LEADS EQUITABLE SOCIETY 
Max Goldsmith of Riehle Agency Pays 
For $1,250,000 on 250 Lives In 
Five Months 


Max Goldsmith, star agent in the 
John M. Riehle office of the Equitable 
Life Assurance Society in New York, 


leads the company for the first five 
months of this year both in paid-for vol- 
ume and number of lives. During this 
period he has paid for over $1,250,000 on 
250 lives, his average policy being about 


,000. ; 

Mr. Goldsmith has been with the com- 
pany for the past twenty-two years, and 
has been a member of the Equitable 
Clubs ever since their formation, ad- 
vancing in the past ten years from the 
Century Club to the Three-Quarter 
Million Dollar Club. His production last 
year was $800,000 and his goal for 1925 
is $2,000,000. Mr. Goldsmith’s chief me- 
thod in securing leads is by the endless 
chain system. He feels that his success 
is due to a definite planning of his work 
and then working this plan consistently. 
He has very few “not delivered” policies 
and practically no rejections. During 
April of this year he rolled up a high 
volume of cases to his credit. 





LONGEVITY SERVICE ENLARGED 

The longevity service of The Pruden- 
tial is now available to ordinary life pol- 
icyholders whose insurance has been in 
force for one or more years and to per- 
sons insured on the group plan from the 
date of issue of the group policy under 
which they are insured. 





MANAGER AT RALEIGH 
George B. Sorrells, until recently a 
home office representative of the group 
department in the Carolinas, with head- 
quarters in Raleigh and Columbia, as- 
sumes his new duties July 1 as a part- 


“ner in the firm of Blalock & Sorrells, 


general agents, at Columbia, South 
Carolina. 
Mr. Sorrells was graduated from 


Davidson College in 1923. After training 
in the group school in 1923, Mr. Sorrelis 
was assigned to Raleigh, becoming the 
first group representative in that ter- 
ritory. During his two years there he 
has developed a business which will ag- 
gregate between ten and twenty millions 
for the current year. 

Besides being the first group repre- 
sentative to enter the Carolina territory, 
he is the first group representative to be 
assigned to a managerial position for 
the life department. 





THE HOMANS WIN TOURNAMENT 


Sheppard Homans, the popular gener- 
al agent of the Equitable Life Assurance 
Society, with his son Eugene Homans, 
winner for the past two years of the 
New Jersey state junior golf champion- 
ship, this week captured the father and 
son tournament for New Jersey held at 
the Morris County course. 





ARE YOU A PART TIMER? 

If you waste three hours a day, sitting 
in your office, standing on the street, 
talking with other insurance men or in 
any one of a hundred other ways, aren’t 
you a part timer?—“Fraser Facts.” 


Office Management 
Group Plans Program 
MEET IN CHICAGO OCTOBER 1 


Association Formed Last Year Has In- 
teresting Plans for Next Annual 
Gatl * 





Although it was organized only last 
year, the Life Office Management As- 
sociation has proved to be a very useful 
adjunct to the business and a very in- 
teresting and instructive program has 
been arranged for this year’s meeting 
which will be held at the Edgewater 
Beach Hotel, Chicago, October 1, 2 and 
3. Franklin B. Mead, of the Lincoln 
National, Ft. Wayne, is president. 

A summary of the program follows: 


Conference called to order by President Frank- 
lin B. Mead, secretary and actuary of hte 
Lincoln National Life Insurance Company. 

Presidential address: “Home Office Methods 
of Handling Lapsations and Reinstate- 
ments.” 

Training of Home Office Clerical Workers. 

By R. F. Rust, secretary, Union Central Life 
Insurance Co. 

Round table conferences as follows: 
Classification of Home Office accounts to 
permit operating control. 

Chairman, James Scott, Comptroller, Mis- 
souri State Life Insurance Co. 

Discussion led by J. Chas. Seitz, secretary, 
Security Life Ins. Co., Chicago, Ill. 

Life Insurance Branch Clerical Operations— 
Chairman, Dent, secretary Con- 
federation Life Association. 

Discussion leaders (to be announced). 

Welfare Activities. 

Chairman, H. F. Larkin, secretary, 
ticut Mutual Life Ins.. Co. 
Discussion led by Charles E. Johnston, as- 

sistant secretary, Phoenix Mutual Life 
Ins. Co. 

Operation of Home Office printing depart- 
ment. Chairman, L. D. Cavanaugh, vice- 
president and actuary, Federal Life Ins. 
Cc 


Connec- 


oO. 
Discussion led by: George A. Drieu, assis- 
tant secretary, Connecticut General Life 
Ins. Co.; E. A. Denny, assistdnt secre- 
tarv and assistant treasurer, State Mutual 
Life Assurance Co. 
Application of Office Machinery to Home Office 
Operations. 


By Henry Holt, assistant actuary, Na- 
tional Life Insurance Co., Montpelier, 
Vermont. 


Home Office Organization. 
By L. C. Ashton, secretary, Provident Mu- 
tual Life Ins. Co. of Philadelphia. 
Operation of the New Business Department. 
By Dr. J. P. Hutchinson, secretary Home 
Office Service Committee, The Penn Mu- 
tual Life Ins. Co. : 
Round Table Conferences. 
(Groups to be divided as follows:) 
Accounting for the Collection of Premiums. 
Chairman, A. A ydgren, vice-president and 
actuary, Continental Life Ins. Co. 
Discussion led by P. C. H. Papps, mathe- 
matician, Mutual Benefit. 
Method of Filing Correspondence, Applications, 
etc. 
Chairman, E. D. Murphy, personnel super- 
visor, New York Life Ins. Co. 
Discussion led by S. O. Kennedy, cashier, 
Standard Life. 
Operation of Home Office Service Departmenis. 
Chairman, Dr. H. W. Cook, vice-president 
and medical director, Northwestern Na- 
tional. 
Discussion led by R. C. Neundorffer, secre- 
tary, The Guardian Life Ins. Co.; Roy 
M. Jones, secretary, Atlantic Life Ins. Co. 
Destruction of Office Records. 
Chairman, R. F. Tull, secretary, Fidelity 
Mutual Life Ins. Co. 
Discussion led by A. J. McAndless, assis- 
tant secretary, The Lincoln National Life 
Insurance Co. 


Waives Deduction of 
Unpaid Portion of Premium 


The provision in the ordinary and in- 
termediate policies of The Prudential 
which provides that any quarterly or 
semi-annual unpaid premium of the cur- 
rent year be deducted in payment of the 
death claim, has been removed. Policies 
issued hereafter, including those with 
monthly premiums, will contain a mar- 
ginal endorsement waiving the indebted- 
ness for the unpaid part of the current 
year’s premium. 








GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 











Tel. RECtor 5112 





INSURANCE CO, 2». 





HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 





25 Church St., New York 
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Health Conditions 
Steadily Improving 


CITY DEATH RATE NOW 128% 





Dr. F. L. Hoffman Gives Credit To Good 
Work of Public Health Service; 
Life Span Increases 





During the last week of May the death 
rate in 65 of the larger cities was only 
128 per thousand. For this, as well as 
the fact that the United States is one 
of the healthiest countries in the world, 
Frederick L. Hoffman, LL. D., consult- 
ing statistian of The Prudential, says 
the credit is due largely to our national 
Public Health Service. : 

“Attention,” he remarks, “is directed 
to the truly amazing increase in the aver- 
age length of human life, which, in the 
sixteenth century, was estimated at from 
eighteen to twenty years, but which at 
the present time probably is not much 
less than 56 years. There has, been an 
increase of approximately fifteen years 
since 1870—an increase which, it is point- 
ed out, however, was not the result sole- 
ly of sanitary education, but was due also 
to the improvement in economic and in- 
dustrial conditions. 

“The prevailing death rate, as report- 
ed weekly by the Division of Vital Sta- 
tistics, Census Bureau, is approximately 
12 per thousand, which is about one-half 
the rate prevailing only a quarter cen- 
tury ago.” ‘ ‘ 

After referring in detail to the nu- 
merous activities of the Public Health 
Service, Dr. Hoffman declares few of 
its current achievements are of greater 
importance than the establishment of 
malaria control. “Life insurance com- 
panie’,” he comments, “no longer look 
with apprehension upon the South as an 
area for business operations.” 

Dr. Hoffman pays further tribute t 
the service for its work in cancer in- 
vestigation, in which he has been deeply 
interested for years, and the prevention 
of goiter, in which, he adds, considerable 
progress has been shown. But he es- 
pecially applauds the results of the 
quarantine service in keeping the coun- 
try free of diseases that might have 
slipped in from abroad to cause con- 
siderable suffering as well as loss of 
life. 





WENDT AGENCY MEETING 





Newark and New York Agents of Equit- 
able of Iowa Hear H. E. Aldrich; 
Stage "Phone Demonstration 

One of the interesting features of the 
meeting Monday morning of the Paul R. 
Wendt Agency, Equitable of Iowa man- 
agers in New York, was an actual dem- 
onstration by the agents on the use of 
the telephone. Several names were 
picked out of the telephone book and 
appointments made to see them. Harry 
E. Aldrich, vice-president and superin- 
tendent of agencies for the company, ad- 
dressed the men. -The agents. in the 
Newark agency of the company were also 
present to hear him. 


ADOPTS NEW DIVIDEND SCALE 





Northwestern National Life to Put Into 
Effect Increases in Rate Effec- 
tive July 1 

The Northwestern National Life has 
adopted a new dividend scale effective July 
1, which shows general increases in the 
rates of about 5 per cent. Following are 
examples of the rate at selected ages: 


Ordinary Life 











.--- Dividend Year————_— 
Age Ist 2nd 5th 10th 15th 
15 $4.76 $481 $5.01 $5.41 $5.86 
20 4.88 4.95 5.20 5.67 6.23 
25 5.03 5.12 5.43 6.00 6.69 
30 5.22 5.34 5.71 6.43 7.27 
35 5.46 5.61 6.07 6.96 7.97 
40 5.77 5.96 6.54 7.63 8.82 
45 6.19 6.42 735 8.46 9.84 
50 6.75 7.04 7.93 947 11.04 
55 7.48 7.84 8.91 10.71 12.48 
60 8.44 887 10.14 12.23 14.25 

Twenty-Payment Life 

-— Dividend Year—————\ 
Age ist 2nd 5th 10th 15th 
15 $4.91 $5.06 $5.57 $6.56 $7.78 
20 5.03 5.20 5.76 6.87 8.21 
25 5.19 5.38 6.01 7.25 8.73 
30 5.37 5.58 6.30 7.67 9.34 
35 5.61 5.85 6.65 8.20 10.06 
40 5.92 6.21 7.41 8.85 10.89 
45 6.34 6.66 7.69 961 11.81 
50 6.93 7.29 8.43 1052 12.88 
55 7.74 8.15 942 1165 14.10 

LIFE MAN. WINS PRIZE 





David Cowan of Sun Life is First In 
Essay Contest on Electrical 
Power 
David Cowan, 21 years old, connected 
with the Sun Life of Canada, has re- 
ceived the first prize of $5,000 in an essay 
contest on electrical power conducted by 
Bonbright & Company, New York 
bankers. The stipulation of the contest 
was that the articles should comprehend 
the development of the industry in all 
its phases, and among other things should 
treat not only of engineering accomplish- 
ments but include also matters affecting 
public relations, finance, markets, trans- 
mission and distribution of electricity, its 
utilization.and its effects on the ‘industrial 
and social structure of the nation. Mr. 
Cowan is of English birth and was 
graduated from McGill University with 
first class honors in economics, political 

science and French. 





AGENTS who can SELL 
as well as WRITE 


Can always be given an interesting 
proposition, much territory still 
awaiting capable representatives. 
Your inquiries will have consid- 
eration. 


UNION MUTUAL LIFE 


INSURANCE COMPANY 
PORTLAND, MAINE 














for information. 








MORE THAN 50% 


of the business written by some of our larger agencies is a 
direct result of the Fidelity lead service. Our agents interview 
interested prospects—people who have written the Head Office 


Fidelity is a low-net-cost company operating in 40 states. 
Full level net premium reserve basis. Over Quarter ofa Billion 
insurance in force. Faithfully serving insurers since. 1878. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 
A. few agency openings for the right men 
































_ WEIGHING 
- THE PROFITS 


In the-language of commissions, the 
Scales tell the story of the multiple 


advantages of representing a multiple 
line Company. 


Success speaks in several languages 
but the mother tongue speaks more 


accurately in terms of profit to the 
salesman. 


ACCIDENT AND HEALTH Seki 
ance is protection at the source— 
cementing the foundation of every 


insurance program, the individual 
income. : 


LIFE INSURANCE carries on—pro- 


tecting insurance needs, and complet- 
ing the program. 


NN TT 


MULTIPLE LINES 
ARE. MUTUAL BUILDERS OF 
THE SALESMAN’S PROFITS 


WEIGHING THE 
PROFITS IS 
THE FINAL TEST. 


MISSOURI STATE LIFE. 
INSURANCE CO. 


HOME OFFICE, SAINT LOUIS 





_._M. E. SINGLETON, President 
LIFE —° ACCIDENT — HEALTH — GROUP 





eer MMMM 
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Why the Rich Man 

- Buys Life Insurance 
sATURDAY EVENING POST STORY 
telldtiance Tax .Principal Reason for 


Large Policies; “Splitting Up” 
Process Explained 





Giving the inheritance tax as the prin- 
cipal reason why the rich mam buys. life 
insurance, Chester T. Crowell, in an article 
in a recent issue of “The Saturday Eve- 
ning Post,” goes into this subject at some 


‘the reasons don’t vary so much as you 
may imagine,” he says. “In a morning 
newspaper you read of a rich man drop- 
ping dead. That way of passing out. is 
vecoming popular in this country nowadays. 
Youll ‘also notice that his _ for- 
tune is estimated at between $3,000,000 
and $12,000,000. Now just stop and think 
a minute what a ridiculous spread that 
is, It means, translated into plainer Eng- 
lish, that the man’s friends, associates and 
family didn’t know just what he had. In 
all probability he didn’t know either. Most 
rich men don’t know; they are busy mak- 
ig money, not counting it. When a man 
is cut oft in the midst of his activities his 
estate will generally lapse into a very 
satisfactory condition almost at once. 
As a matter of fact, it never has been 
what you might call easy for a man to 
hand down a large estate to his heirs; 
but since the inheritance tax has been 
in force the difficulty is greatly increased. 
fhe number of large policies in force 
has been growing -at. an -astounding rate 
since inheritance taxes came into being. 
We have now, you may know, both Fed- 
eral and state inheritance taxes. They 
hit the big estates -terrific- jolts, and these 
taxes have to be paid in cash before the 
heirs get a cent. 


Paying the Saligsionnes Tax 


“Nowadays it is not unusual for rich 
people to take out life insurance policies 
naming churches, foundations, schools and 
a dozen other kinds of institutions as 
beneficiaries. In other~ words, the rich 
man isn’t as well off as he used to be. 

“Inheritance taxation is in an awful 
jumble, it seems to me. However, I’m 
no statesman, and that problem is not 
my affair. I can show you several tow- 
ers that are very pfominent in the sky- 
line of Manhattan that are now wearing 
mortgages because of inheritance taxa- 


tion. The Woolworth Building was mort-.. 


gaged for $3,000,000 to help raise the 
$8,000,000 inheritance tax on that estate. 
It just simply does not come natural -to 
the sort of man who does things and 
builds up a big fortune in the form of 
going .concerns to have idle money on 

He not only usés all his own 
money but as the years of success roll on 
he builds up an enormous credit as well. 
When he dies his credit is no more, and 
that, of course, was one of the founda- 
tions of his fortune.. With his credit, 
under present conditions, often goes quite 
a large part of his estate. Our economic 
structure is still highly individualistic in 
spite of big corporations. 

“The Government is seldom very 
gentle in the matter of collecting what 
8 coming to it, but quite a number of 
States try to even matters up _a little ty 
granting certain discounts for prompt pay- 
ment of inheritance taxes. The details of 
all this would be boresome; but. speaking 
‘n generalities, I can say that many an 
estate has saved between 15 and 20 per 
cent of the total amount of taxes by hav- 
mg imsurance-money on hand for prompt 
Payment. I don’t mean that the discounts 
tun thet high; but adding the discounts 
Teceived to the penalties for delay that 
would have been inevitable, the total. sav- 
ing was considerable. : : 

How Big Policies Are Split Up 

‘When I am ready to write $1,000,000 
on one man I have to go out and scurry 
around trying to place it. Of course I al- 
Ways find takers, but the point I am mak- 
mg is that insurance in big figures has 

(Continued on page 9) 





|. American Central Life 


Insurance Company 





INDIANAPOLIS 


Hatablisheo 1899 


All agency contracts direct with the company 


Address : 


HERBERT M. WOOLLEN, President 





MIDLAND LIFE REINSURED 


St. Paul Company’s Business Taken 
Over by Des Moines L. & A. and 
Dakota Life; Had Impairment 
The business of the Midland Life of 
St. Paul has been reinsured by the Des 
Moines Life -and Annuity. The deal in- 
volved. about $10,500,000 of business in 
force. Part of the company’s outstanding 
insurance goes to the Dakota Life of 

Watertown, S. D. 

Certain factions of the company have 
been in disagreement regarding its affairs 
and Commissioner Wells of Minnesota 
served notice that unless. the company 
could straighten out its affairs and re- 
move an impairment of $89,127 disclosed 
in a recent examination by the State In- 
surance Department; he would ask for a 
receiver, 








INSURES CAT FOR $10,000 
According to the “New York Ameri- 
can,” “Nadjesdda,” the pedigreed cat of 
Olga Petrova, famous actress, has been 














insured for $10,000. A picture in the 
paper shows Miss Petrova’s cat “signing 
on the dotted line.” 


STUDYING NON-MEDICAL 





Michigan Officers’ Association to Con- 
tinue Survey of Experience of 
Companies With Plan 
The Michigan Life Company officers 
at a recent meeting: in Detroit decided 
to give further study to the non-medical 
plan of writing business before endors- 
ing it. The association has made a survey 
of the experience of each company in the 
organization and further investigation of 
the results will be made before any stand 

is taken, 

New officers of the association were 
elected as follows: President, M. E. 
O’Brien, Detroit Life; Vice-Presidents, 
C. F. Cross, American Life; N. P. Hull, 
Grange Life; Francis F. McGinnis, Agri- 
cultural Life; A. F. Moore, Michigan 
Mutual; Secretary M. O. Rowland, Ameri- 
can Life. 











New Paid Business, 1924 - - - 





, Insurance in Force, December 31, 1924 - - 


Admitted Assets - - - - = 
% Liabilities 7 - : 2 - . . 


| Secples and-Dividead Fund - - 


'. Paid to Policyholders and Their Beneficiaries es 


_ The above figures taken from the 65th Annual Statement 
‘show that 1924 was another year of progress and prosperity 


for the Company. 


Fort information-concerning Agency opportunities, address: 


ANNUAL STATEMENT 


The Guardian 
Life Insurance Company 


OF AMERICA 


Established 1860 under the Laws. of the State of New York ° 


$ 45,251,784.00 
250,179,130.00 








T. LOUIS HANSEN, Vice-President __ 


Home Office 


50 UNION SQUARE 


' NEW YORK . 





Research Bureau 
Holds Conference 


DISCUSSES AGENCY PROBLEMS 


Handling of Agents’ Convention; Enter- 
ing New Territory; Studies of 
Sectional Prosperity 


The third spring conference of the 
Life Insurance Sales Research Bureau 
was held in Hartford last week with 
about 115 life insurance agency execu- 
tives in attendance.‘ The sessions were 
informal and devoted chiefly to gen- 
eral discussion of agency problems. 


Those attending enjoyed entertain- 
ment features after the business ses- 
sions, provided by the Hartford Life 
companies, these features being under 
the direction of K. A. Luther, vice- 
president of the Aetna Life, and H. H. 
Armstrong, superintendent of the 
Travelers. 

John Marshall Holcombe, Jr., man- 
ager of the Bureau presided. The dis- 
cussion on “Conventions” covered a 
number of principal points—the purpose 
of the convention, the considerations es- 
sential in deciding upon the location, the 
formulation and character of the pro- 
gram, the manner in which the Home 
office handles the transportation of 
agents, features outside the business ses- 
sion, handling of expenses, and in ad- 
dition to these topics, a similar analysis 
of the manner in which regional or 
sectional conventions are being used by 
companies. 

The following subdivisions were dis- 
cussed on “Entering New Territory”— 
essential preliminary consideration be- 
fore entering new territory, visits by 
home office representatives to the ter- 
ritory, use of paid organizers in open- 
ing up new territory, financial basis 
upon which new managers or general 
agents are placed by the company, or- 
ganizing new territory by transferring 
representatives from other territories 
and lastly, the pressure put on by the 
home office to secure organization work 
by new general agents or managers. 

In introducing Conservation, the Bu- 
reau expressed the opinion. that it was 
of such vital importance to all compan- 
ies that the responsibility for conserva- 
tion operations should be centralized in 
some one individual at the home office. 
The need for the centering of this re- 
sponsibility was brought home to the 
Bureau by the statement, from several 
companies, that since the Bureau began 
studying the question, these companies 
had realized that there were many things 
being done of a- conservation nature 
which were somewhat disorganized be- 
cause of not being under the authority 
of one individual. 

This topic stirred up a great deal of 
enthusiastic discussion centering around 
the desirability of placing either in the 
application blank itself, or in the medical 
application blank, the inquiry whether 
the insurance which was being applied 
for was in substitution of insurance in 
another company. It was found that a 
considerable number of companies al- 
ready had this inquiry in their applica- 
tion blank and considered it distinctly 
worth while. So impressed were the of- 
ficials: of several other companies with 
the desirability of including this inquiry 
in their application blank, that they in- 
dicated that they would recommend it 
on their return to their home offices. 

One of the most interesting topics dis- 
cussed was the handling of conferences 
for general agents or managers. Many 
of the companies have beer holding 
conventions for soliciting agents for 
many’years, but only recently have busi- 
ness conferénces for the managers be- 
come a vital part of their organization. 
Every company testified to the déesirabil- 
ity of such conferences. 

One of the features of this part of the 
program was the distribution by: the 


’ Bureau of Volume III of the Manager’s 


(Continued on page 9) 
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What Will Rogers Thinks of John J. Kemp 


HAT is said to be the most remarkable public tribute ever paid to a life insur- 

-ayoundMoo 243 Aq aporjse poyeoipuds 2y} St souauIWOId Jo UOSied eB Aq URI dU 
philosopher, Will Rogers, sent out a week ago and published in newspapers all over 
the country, on John J. Kemp, the theatrical - 
insurance specialist of Aeolian Hall, New 
York. It appeared here in the “New York 
Daily Mirror” and is reproduced by courtesy 
of the McNaught Syndicate, Inc., by whom 
it is copyrighted. Will Rogers’ article fol- 
lows : 


\yi\ 


WN 


I’ve got an Insurance man in New York 
that looks after my Insurance. John Kemp 
is his name. He is the kind of a fellow 
that will make you stop cussing the In- 
surance Agents. He takes care of a lot 
of Actors, and lots of times when they 
are out on the road, or out of work, they 
forget or can’t make their payments. Some- 
times they die with their folks thinking, 
“Well, it’s too bad his policy had lapsed, 
now he has nothing,” but old Johnny was 
carrying them all the time, and he is right 
there with the payment. This is not fiction; 
this is facts. Cold-hearted New York can 
hand you many a pleasant shock like this 
if you know it. 











When I see John dropping around I 
know there is a payment in the near dis- 
tance. I am afraid I am going to mature 
before some of my Policies do. 

















Caring for a lot of Actors, John has 
had some experience with them. Over at 
the Lamhs Club the other day he was talk- 
ing Insurance to a very dignified English 
Actor. 


This cartoon appeared recently in 
one of our publications, calling 
attention to the Continuous 
Monthly Records made by the 
Union Central in 1925 and pre- 
dicting another record for May. 


“What is your objection to having your 
life insured ?” 

“Well, I don’t mind telling you,” re- 
marked the Legitimate Actor. “The idea 
of me being more valuable dead than alive 
is distasteful to me.” 

Insurance Companies give the best odds 
in the World. Every man knows in his 
own heart that an Insurance Company will 
bet him more than he is worth that he 
won't die. There is not one man in a mil- 
lion worth what he is insured for. 


The prediction came true: May 
showed an increase of 37% over 
our production in May, 1924. i 








W h at D O Yo u S e ] ] ? This is the sixth consecutive monthly ; 
ie hisiaty sae tinct aa record in 1925. 7 ; 
—which? : 


* & e e p 
All three are important, of course. But to our mind For th ts consisten cy im «uncrease 1 
the policy is especially so. {f you agree that the 
actual contract itself is deserving of careful attention 
and comparison on the part of the agent, we invite there are many reasons. 
you to consider seriously the United Life policy, “A 
Policy You Can Sell.” 


Any natural death 


ae Our Manager in your territory will 





Certain accidental deaths.........262.000. 15,000 

Accidentat Benefits $50 per WEEK. e 

Also Disability Income, Waiver of Premiums, etc. : explain them to you 
e 





ALL IN ONE POLICY | 


If there is an opportunity open in your town, our 


Vice-President, Mr. Eugene E. Reed, will tell you e z 
all about it. Write him direct—and directly. The U; nition Cen tra l Life 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY Insurance Company 


Concord New Hampshire CINCINNATI, OHIO 
| Inquire! | : 3 
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Rich Man’s Insurance 
(Continued from page 7) 

be divided. : : 

“The life-insurance . business is only 
seventy-five years old and these big policies 
are quite recent developments. The at- 
titude toward. them used to be almost 
icky, but sinee they are becoming more 
numerous the companies are not quite so 
uneasy. Insurance, you see, is based en- 
tirely upon percentages. If you can get 
1,0W big policies you are all right, because 
percentage has a chance to work; but if 
ou have only one it’s a gamble. I can 
explain that to you more clearly in terms 
of fire insurance. Suppose, for instance, 
that your company wanted to write about 

2000,000 of business and an agent came 
in with an offer for that much on the 
Equitable Building on Broadway. You’d 
have your business all in one lump. If 
everything went all right. it would be very 
nice, but if that one building caught fire 
you might be ruined. Insurance as a busi- 
ness can’t be conducted in any such manner. 

The fire-insurance companies have 
maps of every city in which they do busi- 
ness in order to keep from grouping their 
risks. I don’t know of any insurance com- 
pany that would take every building in 
a city block. They spread it out and get 
the benefit of percentage. The same prin- 
ciples apply to life insurance. We want 
lots of business, but not too much from 
any one person. 

“The rates on a big policy are not a 
cent lower than those for a small policy. 
The actuaries fix the rates—a_ certain 
age, certain conditions, and the rate per 
thousand follows. After that it doesn’t 
make any difference whether the man takes 
$1,000 or $1,000,000; the rate remains the 
same. But if each of 1,000 men takes a 
policy for $1,000 in the form of group in- 
surance the rates are lower. The reason 
for that is the better percentage which 
the company enjoys under group insurance, 
the rates are lower. The reason for that 
is the better percentage which the com- 
pany enjoys under group insurance. You 
see, you simply can’t make insurance 
wholesale on one man. As long as he re- 
mains one man he’s a retail proposition. 
I am reminded in this connection of the 
old argument that used to be waged hot 
and heavy about cheaper railroad rates 
for men who traveled all the time. These 
traveling men insisted that they were 
wholesale customers, while the railroads 
argued that they were necessarily retail, 
since no one of them ever constituted a 
trainload or even a carload. Well, it’s 
the same with insurance.” 

Service in an Emergency 


“When that terrible cyclone struck 
Illinois, Indiana and other states last 
spring some of the big companies had 
so many policyholders in the stricken ter- 
titory that they sent nurses and doctors. 
One company sent agents and cash by 
aeroplane so they could pay claims very 
promptly and thus help as much as pos- 
sible. Half a century ago such an event 
might have frightened some of the com- 
panies out of that territory, but not now. 
They've got percentage working on their 


to 





A Record of Service 


The year 1925 marks the seventy-fourth anniversary of the 
Massachusetts Mutual Life Insurance Company. Ever since 1851 
this Company has furnished unexcelled life insurance protection 
at a low net cost and has maintained its record of unswerving 
loyalty to its policyholders. The years have brought wonderful 
growth and prosperity. To-day, as in the past, the whole per- 
sonnel of the Company is imbued with the spirit of service, a 
spirit that permeates the entire activity of the organization. 








JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
SPRINGFIELD, MASSACHUSETTS 
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side. Everybody doesn’t get killed, you 
know; and as a matter of fact, cyclones 
and earthquakes cause life-insurance com- 
panies very little trouble. Stomachs are 
far more deadly than storms. I’m not an 
accident-insurance man, but they tell me 
that just about as many accidents happen 
to people in their own homes as anywhere 
else in the world. A man puttering around 
with a hammer or papering the attic is 
a terrific risk compared with a passenger 
traveling sixty miles an hour on a limited 
train.” 


INSURES BENNY LEONARD 








Policy Written by E. M. Gallen, Jr. 
Through N. Y. Life on Behalf of 
Leonard’s Institute 
A $50,000 life insurance policy has been 
issued by the New York Life on Benny 
Leonard, retired lightweight champion 
of the world, on behalf of the Benny 
Leonard Physical Culture Institute of 
which Mr. Leonard is president. In tak- 
ing. out this insurance Mr. Leonard made 
the statement to the life insurance com- 
pany that he would not fight again ex- 

cept for charitable purposes. 

This policy was placed by Edward M. 
Gallen, Jr., representative of the Trav- 
elers, through Samuel. Wareck, of the 
New York Life. Mr. Gallen is closing 
his second year in the life insurance busi- 
ness and although but twenty-one has 
written over $400,000 in paid-for busi- 
ness since being in the insurance busi- 
ness. It is understood that Mr. Leonard 
carries at least $100,000 life insurance on 
himself, payable to his mother. He is 
a great believer in insurance protection. 
At the time he was making a picture for 
a moving picture concern it is under- 
stood he was insured for-$250,000 by the 
concern filming the picture. 


APPOINTED AT SEATTLE 
Elmo B. Griffin of Seattle, formerly an 
inspector for the Prudential Insurance 
Company of America, has been appoint- 
ed superintendent in the Seattle district 
to succeed Robert J. Meister. 








- -WANT. 1926 CONVENTION 


Philadelphia Life Underwriters Will Try 
to Get National Meeting; F. G. 
Woodworth Chairman 
Frederick G. Woodworth, agency 
superintendent of the John Hancock 
Mutual Life, and president of the Phila- 
delphia Association of Life Underwrit- 
ers 1923-24, was unanimously chosen 
chairman of the Executive Committee at 
a meeting held in the Bellevue-Stratford 

Hotel, Philadelphia. 

Frederick G. Peirce, president-elect, 
outlined his policies for the new associa- 
tion year and made particular reference 
to the change in by-laws, increasing the 
dues, and the bringing on of the 1926 
National Convention to Philadelphia be- 
cause of the Sesqui-Centennial celebra- 
tion, which will be observed in the City 
of Brotherly Love during that year. 


HONOR DR. DENNY 


G. M. Buck, superintendent of agents 
for Iowa for the Central Life Assurance 
Society, managed a special campaign 
during -May, the birth month of Dr. 
Denny, secretary and agency manager 
of the company. The lowa organiza- 
tion ‘turned in $1,009,770, being the 
largest--month’s production in its his- 
tory... They are seeking to repeat the 
performance for $1,000,000 of business 
again in June. 


Mutual Life Opens New 
Agency in Grand Rapids 

In order to broaden and facilitate op- 
erations in Michigan, the Mutual Life 
has opened an agency at Grand Rapids 
effective July 1, 1925. 

Mr. John F. Huffman, superintendent 
of agents in Pittsburgh, has been 
appointed manager. His territory will 
embrace fifty counties in the northern 
and southern peninsulas of Michigan. 

Mr. Huffman has been connected with 
the company’s Pittsburgh Agency since 
1908, and has been superintendent of 
agents for that agency since 1916. 








Research Bureau 
(Continued from page 7) 


Manual, which carries on the work dis- 
cussed in the previous volumes: Vol- 
ume III. deals, in detail, with the hand- 
ling of every day affairs of the agency, 
such as the stimulation of the individual ~ 
man through personal contact with his 
manager or the stimulation of the 
agency as a whole through agency meet- 
ings and the like. So enthusiastically 
was this volume received that about 
fifteen hundred copies were ordered on 
the spot by the agency executives who 
were present at the time it was distrib- 
uted. In addition to the distribution of 
the Manager’s Manual, the Bureau gave 
out various other reports which had 
just come. from the printer, chief among 
which was an elaborate discussion of 
salary deduction insurance and of non- 
medical insurance in the United States. 
Both of these reports were eagerly 
sought for by the officials. 


ATLANTIC LIFE APPOINTMENT 


The Atlantic Life announces the ap- 
pointment of Paul D. Sleeper as -assist- 


ant superintendent of agents. effective 
June 1. This is a newly created posi- 
tion. Mr. Sleeper is promoted to this 


position from that of field supervisor. 
He joined the forces of the Atlantic last 
fall. Since early in March he has been 
taking a course at the New York Uni- 
versity School of life insuranee sales- 
manship and expects to complete the 
course June 6. He is a graduate of the 
United States Naval Academy. A _suc- 
cessor to William H. Dallas, former su- 
perintendent of agents, now superinten- 
dent of agencies for the Aetna Life, igs 
yet to be named. 





APPOINTS EDUCATIONAL 
SUPERVISOR 


Charles A. Tushingham has been ap- 
pointed educational supervisor for the 
Provident Mutual, effective July 1. Mr. 
Tushingham entered the service of the 
company in the ,Pittsburgh agency in 
1916. He is a member of the faculty 
of the School of Life Insurance Sales- 
manship, University of Pittsburgh. 





Improved Death Rate 


(Continued from page 1) 


one way or the other. The downward 
trend commenced long before prohibition 
was a factor at all. The first year after 
prohibition went into effect was the year 
of the influenza epidemic, showing the 
highest death rates in a generation. It 
would be just about as reasonable, in my 
judgment, to blame prohibition for these 
high death rates as to credit prohibition 
with the general improvement in health 
during the past twenty-five years. I may 
add that similar improvement in vitality 
has occurred in countries where prohibi- 
tion has not been attempted. 











surance business. 


National Life. 









HOW COME? 


J. J. O’Brien of Milwaukee, has spent all of his earning years in the life -in- 
When he desired to build an agency for himself in a city 
where there was no agency opening for his own company, he picked The Lincoln 


“I noted that The Lincoln National Life had made an enviable record. This 
was undoubtedly due to progressive management,” Mr. O’Brien said. 
“The wide range of prospects covered by Lincoln National Life 


policies and the thorough service offered field men should be an 
inducement for attracting high-type salesmen, I believe.’’ 


“T am heartily pleased with my choice.”’ 


LINK UP (wine Tue ()LINCOLN) 










The Lincoln National Life Insurance Co. 

















Pennsylvania 


1865 


Provident Mutual 


Life Insurance Company of Philadelphia 





Sixty Years Old 


Founded 1865 


1925 








Provident agents in their approach have the 
advantage of the national advertising of the 
Company which is striking and original, 
and also of a Direct Mail Campaign. 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 














Says Paul R. Wendt, 


Have a Few general agent for the 


Annuities Equitable Life of 
In Your Kit Iowa in New York. 


In the course of 
your daily round of business, have you 
been on the lookout for an occasional 
annuity? This is a type of coverage 
long popular in the British Isies, and 
more recently various kinds of annui- 
ties have found a place in the kit of the 
American life underwriter. 

In the month of March, a New York 
underwriter delivered a special annuity 
contract of the Equitable Life of Iowa 
with an immediate cash premium of 
$189,000. This contract was purchased 
by a big industrial concern for the 
purpose of retiring employees attaining 
the age of 70, it being the plan of this 
concern to remove from any possibility 
of doubt, the retirement fund of its 
, faithful employees, should change in 
management or control come about 
through force of circumstance. Since the 
original purchase, other annuitants have 
been added to this group so that the 
total premium involved now exceeds 
$200,000. 

Last week, this office had an inquiry 
for an immediate annuity at age 65. 
Rates of twenty-two life insurance com- 
panies doing business in New York 
State were investigated and it was found 
that the premium for $100 annually at 
age 65 on a male life ranged anywhere 
from $854 to $975.20 in the twenty-two 
companies. It is noteworthy that in 
this group, the Equitable of Iowa ranked 
second with the low premium of $859.80. 

The Equitable of Iowa writes an im- 
mediate life annuity; ten, fifteen and 
twenty year deferred annuities; de- 
ferred annuities beginning at ages 60 
or 65, and a Life Income policy provid- 
ing for a monthly income beginning at 
ages 55, 60 and 65. This latter contract 
is ideal for professional women or for 
the spendthrift bachelor. Disability may 
be added, in which event examination is 
required. 

We will welcome an inquiry from you 
at any time, should the need for one 
of our annuities arise, 


* * * 


Some pertinent sug- 
pang ere gestions for successful 
in Mind salesmen are enumer- 
ated in “Fraser Facts,” 

the paper of the P. M. Fraser Agency of 
the Connecticut Mutual in New York. 
Sell yourself over again on the life in- 
surance business. Think life insurance— 
let everyone know this is your business. 

Master all details of life underwriting. 

Complete the company’s education 
course. 

Read all the company’s bulletins and 
literature. 

Read some life insurance papers. 

Keep informed of all developments in 
life insurance or the outside world that 
may affect this business. 


Some Points 








eae 


Establish regular working hours and 
stick to them. 

Establish a minimum monthly quota 
and see that you make it. 

Get information about everyone; their 
business, birthday, family responsibilities 
and connections, hobbies, etc., etc. 

Put some of the company’s advertising 
in everything you mail. 

Make a prospect card and file on every 
name you get hold of. 

Get others to boost you. 
the co-operation of everyone. 

Be active in civil, church, club, lodge 
and community affairs. Make yourself 
known and respected. 

Get settlement in advance with every 

“app.” if humanly possible. 

Complete every examination on day 
you get the “app.” 

Deliver all policies immediately. 

When the policy is paid for, sell him 
more on the same examination. 

When your prospect says, “I’m broke,” 
try to sell him on temporary or budget 
adjustment. 

Have a definite proposition to offer 
when calling on a prospect. 

Do not visit—talk business. 

Talk about your prospect 
affairs. 

Review each day’s work to see if you 
can improve your future work. 

Clean up all unfinished business at the 
end of each day. 

Lay out next day’s work before going 
home. 

Start out early in the morning—make 
each day stand by itself. 


Strive for 


and _ his 


x * * 
Why do men buy? 
b sey8 Study this question 
te and impress it upon 
ead your mind. It is the 
real test. Men buy only when you can 


show them that what you have to sell 
will fill a need, says the Rockford agency 
of the Equitable Life of Iowa. The test 
is by putting yourself in the other man’s 
place.- Would you need what you have 
to offer if you were in his place? 

Would your own presentation 
yourself? 

Nine out of ten men are not sold be- 
cause they do not understand. Do you 
understand your own proposition so you 
can present it to the other fellow and 
make him understand? 

Again put yourself in his place and he 
in yours. If he should explain it to you 
as you understand it, Would you buy? 

It is not necessary to try to create a 
need; that need is there, it is for you 
to find it. If you have the plan that 
will fulfill that need, the sale is easy. 
You say this man or that man was easy 
to sell; sure he was. Why? Because 
you showed him his need and showed 
a9 that you had the policy that would 

it. 

Do not worry about’ closing. If you 
have made your proposition plain, he will 
close himself. 


sel! 








INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
with pontane payable ommaiiy, semi-annually or quarterly, 


INDUSTRIAL Policies from $12.50 to $1,00.0, with premiums payable weekly. 
EE A Pee 


MBORS .. . divebeovsccs oe coceivedesecccceessoveesens a ee eeececscccccccccsccccsevesecch 41,501,203el, 
MOD. cass cindsiasoenssvcvdccnsgassancesbiche bed sebudones aabencessecccesssecees sens 

Capital and Surplus.......... dp en sock eps tednnlnaeticns bgipnk canes suhpivestadsimbes me Se aad 
Insurance in Force........ Phe e ves SEs oe actssunbacéedate dévnddevsdconce sevcccccccsccces 293,940,675.00 
PAPUD: SH POMP OIR sis ie vena snes snnnacsvtiendnveudencede vasseadeck cecessecesce 3,036,319.80 
Total Payments te Policyholders Since Organization. és ssadeoe 


JOHN G. WALKER, President 


$35,784,215.15 
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HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
PROTECTS “i ENTIRE FAMIL 
ite Cocqeny ieenen oil wature, quran <0 policy contracte from BIRTH to €8 years asm 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue ang 


to-date sateen. 
ORDINARY “POLICIES cemtelt’ valuable SPECIAL DISABILITY and 
ANENT DISABILITY CLAUSES and DOUBLE INDEMNITY 


A HOME LIFE POLICY BRINGS 
PEACE OF MIND TO THE | 
MAN WHO LOVES = FAMILY | 


TOTAL AND 


FEATUR 
faa TURES, und 





ASIL S. WALSH, President J. CUNNINGHAM, Vice-President 

SOSEPH L. DURKIN, Secretary JOnIN J. GALLAGHER, Treasurer 
DR. E. BRYAN KYLE, Medical Director 

INDEPENDENCE SQUARE PHILADELPHIA, Pa 
































PHILADELPHIA LIFE INSURANCE C0. 


Home Office Building: 
111 NORTH BROAD STREET, PHILADELPHIA, PA. 


President, CLIFTON MALONEY 
ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CON. 
TRACT TO REPRESENT THIS COMPANY 
FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE 
HAVE AN INTERESTING CONTRACT TO OFFER, BACKED BY 
REAL CO-OPERATION. 
JACKSON MALONEY 


A. MOSELEY HOPKINS 
Vice-President 


Manager of Agencies 




















Biss 
Our Ninetieth Birthday 


Ninety years ago, April 1, 1835, Massachusetts chartered the 
New England Mutual. This is the oldest Charter now existing. 


The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 
growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 


NEW ENGLAND MUTUAL LIFE INSURANCE CO. 
Boston, Massachusetts 
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The Mutual Life Insurance Company of New York has a 
record of EIGHTY-TWO YEARS of prosperous and suc- 
cessfiti business. It has passed through panics, pestilence 


and wars unharmed, and to-day, as a result of eight decades 


of endeavor, offers financial strength, reputation, magni- 


aX ii “al (ax eX (axl /@\i 76.1. /6\i 


tude, leadership, and life insurance service. 
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Those considering life insurance as 
a protession are invited to apply to 


Wanlvax/ey 
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The Mutual Life Insurance Company 
of New York 
34 Nassau Street : ‘ 
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A ther Viewpoint _ 
an Ot Co-Operative Ads 


A NEW YORKER’S ARTICLE 








Companies Must Direct 
Ieee ublic Opinion .Or Public 
Opinion Will Direct;Jt 


By H. K. Carter 
Vice-President, 
Thresher Service, Inc., New York 

There are many sides to the question 
of institutional life insurance advertising 
and The Eastern Underwriter herewith 
presents another viewpoint, that of H. K. 
Carter, a well-known New York City ad- 
vertising man. He takes an attitude against 
usurance co-operative advertising and his 
views are printed im order to give all 
sides a chance for expression. . His article 
follows : 

There seems to be considerable talk 
of co-operative advertising in the insur- 
ance field lately. 

Perhaps there is a real reason why 
the fire and casualty companies should 
launch association campaigns, but the 
life insurance companies would do well 
to study the record of co-operative ad- 
vertising and carefully weigh all the 
evidence for and against such a plan 
before adopting it. 

There are many successful co-opera- 
tive campaigns now being conducted, 
and no doubt there will be more in the 
near future, but there is a decided dif- 
ference between association advertising 
and the co-operative plan which was 
discussed by life insurance companies a 


few years ago. : 

Advocates of co-operative advertis- 
ing frequently call attention to the suc- 
cesses of the California Fruit Growers 
Association, and the nut and raisin 
growers associations. Sometimes the 
recent campaign of the Dairymen’s 
League of New York is mentioned. It 
is true that these campaigns were suc- 
cessful, but these associations were not 
formed primarily for the purpose of ad- 
vertising. 





Fruit Growers and Coffee Men 


The California fruit growers and the 
dairymen of New York formed asso- 
ciations to market their products, No 
individual member of these associations 
could afford to develop his own sales 
organization, so there was a common 
and urgent necessity which drew these 
people together. A sales machine for 
the common use and convenience of 
members was required, and later was 
developed. Advertising was, of course, 
an important part of the general sales 
plan, but it was not the controlling mo- 
tive for the formation of the associa- 
tions, 

The Coffee Roasters Association and 
the Copper and Brass Research Asso- 
ciation are conducting campaigns to 
meet the problems common to their 
members, but the coffee roasters and a 
few of the copper and brass manufac- 
turers seem to understand that the good 
will value created by co-operative ad- 
vertising is comparatively negligible. 
Therefore, those members who can af- 
ford to do so, conduct their own in- 
dividual campaigns, A striking example 
of an individual coffee cam is the 
Maxwell House Coffee. 

Association advertising, where the 
Members use a common marketing or 
selling machine, does not necessarily 
have to be supplemented by the individ- 

campaigns of the members. Co- 
operative advertising, however, where a 


_ fampaign is directed to enlarge markets 


or break down consumer resistance, may 
accomplish its purpose without bene- 


fitting those supporting it equally or in 
proportion to their contribution, Con- 
sequently, in such cases individual cam- 
paigns are as necessary as separate sales 
organizations. The first, most obvious, 
and generally understood function of 
advertising is to create sales; its second, 
and most important function is to build 
good will. Unless the full will 
benefit is realized, the most important 
increment of advertising value is lost. 


The Insurance Situation 

Life insurance is certainly not on the 
defensive. Its growth during the past 
decade has been the wonder of the busi- 
ness world, The progress of the leading 
companies certainly gives foundation to 
the belief that they are extremely well 
organized and fully competent to in- 
dividually meet ‘whatever problems may 
confrnot them. It is hardly probable 
that the matter of sales is a difficult 
one for the leading companies. When 
one company, in a ten-day drive, com- 
memmorating the birthday of its presi- 
dent, can write considerably more than 
$100,000,000 in new business, it would 
hardly appear that sales were the chief 
difficulty or problem to be met by this 
company, 

Co-operative advertising is effective, 
but it does not seem necessary in life 
insurance, 

Even though a co-operative campaign 
were conducted, the individual com- 
panies who expected to get the full 
benefit of such a campaign would have 
to do their own advertising anyhow. 

Insurance companies have personality, 
just as individuals have. . It is necessary 
not only to sell the idea of insurance 
to the prospect, but to sell him the 
company. 

There is a crying need for more life 
insurance advertising, though there are 
several good campaigns now running. 
One of these does not appear to be 
pointed to create sales, but as a natural 
result of this campaign, increased sales 
are inevitable, 

To build up favorable national reputa- 
tions—to let the public understand some- 
thing of the motives and the policies 
of the big companies, —is desirable both 
from the standpoint of the public and 
the insurance companies themselves. 

Public confidence and good will, when 
inspired by the advertising of insurance 
companies, will make present agents 
more effective, reduce lapses, attract a 
better class of salesmen and do all of 
the other things that would be the nat- 
ural result of good advertising, 

The insurance companies must direct 
public opinion or public opinion will 
direct them. 





MADE TORONTO MANAGERS 


Aetna Life Appoints A. D. Anderson and 
' G. M. Cumming as General Agents; 
D. J. Johnson Resigned 

HARTFORD, Conn., June 18—The 
Aetna Life, through Vice-President 
Kendrick A. Luther, has announced the 
appointment of A. D. Anderson and G. 
M. Cumming as general agents at Tor- 
onto, Canada. Under the firm name of 
Anderson & Cumming, the new manage- 
ment will take effect July 1. These new 
appointments were made necessary 
through the resignation of D. J. John- 
son, until recently general agent at 
Toronto. Mr. Johnson severed his con- 
n¢ctions with the agency because of im- 
paired health which forced him to re- 
move to California. 

The increasing burdens at the Toronto 
office required two men at the helm. 
One of these, Gordon M. Cumming, has 
been cashier and assistant general agent 


at the Toronto office for a number of . 


years. Mr. Anderson, assistant super- 
intendent of agencies at the home office, 
has had wide experience with Canadian 
business, and was formerly Domirion 
manager for the company. 

Mr. Anderson has already completed 
his organization work at the home of- 
fice, and has instituted and developed a 


sales portfolio which has proved popular 
among Aetna field men. He is a native 
of Winnipeg, and was educated at Mani- 
toba and Queens’ Universities. He be- 
gan his life insurance work in 1915. He 
is 38 years of age. 

Mr. Cumming began his business ca- 
reer upon completing his college edu- 
cation in 1904. His first experience was 
in the bond and real estate business in 
the Canadian West. In 1909 he became 
interested in banking, but three years 
later he decided that life insurance of- 
fered greater opportunities, whereupon 
he joined the Aetna Life. 


FLORIDA 


offers an unparalleled opportunity to the 
agent who will come now and stick on 
his job, : 
W. R. Letcher, General Agent 
PACIFIC MUTUAL LIFE 
JACKSONVILLE FLORIDA 

















FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des. Moines, lowa 














HOME LIFE 


Insurance Company of New York 





ETHELBERT IDE LOW, President 


The 65th Annual Report shows: 


Premiums received dur- 
ing the year 1924..... $8,003,453 


Payments to Policyhold- 
ers and their Benefi- 
ciaries in Death 
Claims, Endowments, 
Dividends, etc........ 





6,321,524 
Increase in Assets...... 2,801,906 
Actual Mortality 62.4% 

of the amount ex- 

pected. 


Insurance in Force.....260,530,414 
Admitted Assets........ 51,457,218 





FOR AGENCY APPLY TO 


GEORGE W. MURRAY 
Superintendent of Agents 


256 Broadway New York 

















GEO. T. 
DUNBAR JOHNSTON, 





The Colonial Life Insurance Co. of America 


ife, Li SOLD 
wines Whole Life, Limited Payment and Endowment f = 
orpinaRY J High Value / ITS OWN 
POLICIES | Attractive and Novel Features “AGENCY 
Low Cost ; STAFF ONLY 
Which, with especially favorable Industrial Contracts, 
give Agents unsurpassed money-making opportunities. 


E. J. HEPPENHEIMER, 
HAS. F. NETTLESHIP, 2nd Vice-President 
S. R. DROWN, A 


HOME OFFICE, JERSEY CITY, N. J. 


sst. See’y and Asst. Treasurer 








reputation for stability aud ‘air dealing. 
2 always ded 





give to each 
interest of all its policyholders. 
JOHN BARKER, Vice President 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
FREDERIC H. RHODES, President 
chis Company gas always pursued those policies in the conduct of its business that have given it s high 
always rendered the highess grade of service to its policyholders. 
bl bt and encouragem 


ent to its representatives to develop and hold 


individual insurer full protection, safeguarding, at the same time, the 


ROBERT H. DAVENPORT, Secretary 


















NEW POLICY 
Disanility Benefits of $15.00 per $1,000.60 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 
Leans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 

































helps. 


Des Moines, Iowa 


-HELPING THE SALESMAN 
TO HELP HIMSELF 


The Bankers Life salesman is constantly receiving assist- 
ance from the Company in the shape of practical, concrete sales 


Strong, convincing letters, extra dividend checks, radio 
maps and programs, birthday cards and numerous other 
methods give the Bankers Life salesman a decided “edge” in 
presenting and selling his contract. 


BANKERS LIFE COMPANY 
GEORGE KUHNS, President 
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NEAL BASSETT 


Neal Bassett—just an ordinary name. 
In a city or telephone directory it looks 
just about as important, or unimportant 
—as you like—as any other name, but in 
the almost-tidal wave of recent happen- 
ings having to do with augmenting the 
Firemen’s Group of fire insurance com- 
panies, of which the personality known— 
and well and widely known—by that 
name, is the head, the name Neal Bas- 
sett looms big in one of the greatest 
businesses of modern times. And what 
manner of man is he? 

At another time Neal Bassett was set 
down in the columns of THE EASTERN 
UNDERWRITER as “The Sphinx of New- 
ark.” That he is of a certainty. It is 
well established in the business of which 
he is so much a part that Neal Bassett 
is no believer in gushing geysers of 
words. Rather is he a believer in deeds, 
and through deeds wrought in his brain 
and by his hand, is he known. 

Of kindly mien—so kindly, children— 
the one greatest gift to man, at a quietly 
spoken “hello, sonny,” or “hello little 
lady,” from his lips as he meets them on 
the street—stop, and look, and smile, and 
are unafraid. Trustfulness and sincerity 
of purpose are marks plainly visible in 
his countenance, and one only has to 
know Neal Bassett to be sure that un- 
bending honesty is inseparable from, and 
the dominating factor governing his 
activities. 

Just now Neal Bassett might justly be 
the object of no little well deserved per- 
sonal publicity and the companies of 
which he is the unobtrusive moving spirit 
the vehicle for innumerable columns of 
very interesting and illuminating stories, 
which would be eagerly read by thou- 
sands of men, executives and ‘agents, in 
insurance and others outside prominent 
in financial ranks, but, where is the news- 
paper man or woman to be found with 
persuasive ability sufficient to make Neal 
Bassett deviate from his stand against 
unnecessarily breaking into print? 

It is a case of doing his duty as he 


sees it at a time when it should be done, 


and meriting no notice for having done 
so beyond the doing. 


Being the motive power behind six 
active fire insurance companies with as- 
sets of more than $41,000,000; doing a 
business of well over $20,000,000 of pre- 
miums.a year, with aggregate capital of 
$7,850,000, Neal Bassett needs no fanfare 
of trumoets to herald his prominence in 
the field of fire underwriting. He is a 
factor now; a square shooter, command- 
ing the admiration and respect of top 
executives of competing companies, and 
bespeaking for him the loyalty of agents. 
Who is there at this time to set the 


measure as to what heights the future 


will see him rise? 


Possessing recognized sound judgment; 
a fearless fighter; a strong competitor; 
a good, business man and an unfaltering 
friend-- Neal Bassett is a big man. 


W. L. HADLEY. 





AUTOMOBILE LOCKING DEVICE 
‘CLAUSE 


Probably eighty per cent. of all auto- 
mobile theft policies issued to cover 
pleasure cars are subject to an automo- 
bile locking device clause which reads 
in part substantially as follows: 

“The Assured undertakes during the 
currency of this policy to use all dili- 
gence and care in maintaining the effi- 
ciency of said locking device and in 
locking the automobile when leaving the 
same unattended.” 

There has been considerable difference 
of opinion concerning the obligations of 
owners under the clause and the prac- 
tical benefits to insurance companies, al- 
though there is always concession in the 
tate when the clause is attached. Some 
owners have been advised that the clause 
was practically unenforceable, that no 
company could maintain a defense based 
on the absence of “due diligence” be- 
cause no jury would find for a company 
when the question of due diligence was 
in dispute. Some automobile under- 
writers have expressed the opinion that 
the most they hoped for was that a 
reasonable percentage of the owners 
would lock their cars because they would 
not know what would be the effect of 
the clause if the car was stolen while 
unlocked. 

A recent case before the highest court 
in New Jersey turned on this matter of 
due diligence. Although a jury in the 
trial court had found for the owner, the 
Court of Errors and Appeals said that 
on the facts in that case it was clear that 
no diligence had been used and that it 
was improper to leave the question to 
the jury, the court directing a verdict for 
the. company. 
this decision that the locking device 
clause now used puts an obligation on 
owners which cannot be lightly. disre- 
garded. 


In most of the theft losses which are 
free from collusion, the locking of the 
¢ar would prevent the loss, and if the 
importance of locking the car can be 
brought’. home to owners #nd_ better 
practices in this respect follgw, a more 
satisfactory theft experience will ulti- 
mately bring about the result that natur- 
ally. follows_lower_loss ratios, i. ¢., a re- 
duction in the rate. 


———— 





It is quite evident from 
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B. F. HADLEY, JR. 


Ben F. Hadley, Jr., son of B. F. Had- 
ley, vice-president and secretary of the 
Equitable Life of Iowa, Des Moines, and 
a nephew of W. L. Hadley, secretary 
and business manager of The Eastern 
Underwriter, graduated from Wabash 
College, Crawfordsville, Ind., on June 13, 
being awarded highest honors. It was 
the first time in the history of Wabash 
that a graduating student qualified for 
the award. To qualify one must have 
won general honors, secured Phi Beta 
Kappa election, general campus activi- 
ties distinction, and distinguished 
scholarship in a major subject. 

Ben, Jr., graduated from the Plainfield, 
N. J. grammar school in 1912, following 
which he accompanied his family to Des 
Moines, Iowa, where he entered West 
High School from which he graduated 
four years ago with a most creditable 
record. He selected Wabash as the col- 
lege at which he would add to an envi- 
able school record, and has now been 
sent out into the world of business with 
the honors indicated above. 

Accompanied by his father and mother, 
Mr. and Mrs. B. F. Hadley, Ben, Jr., is 
now motoring through the lakes of Min- 
nesota until July 15, when he will report 
in New York City where he has accept- 
ed a tendered connection with one of the 
New York City general agencies of the 
Equitable Life of Iowa. 

* * * 

James A. Kehlbeck, president of the 
Kehlbeck Agency, is seventy-five years 
old. He celebrated this anniversary re- 
cently with a dinner at his home at- 
tended by his office staff, some of whom 
have been with him for over twenty 
years. He entered insurance forty-one 
years ago as special agent.of the Ger- 
man. American, which is now the Great 
American, and later became branch 
manager of the Liverpool & London & 
Globe, Hartford, Alliance of New York 
and other companies. About twenty- 
five years ago he gave up the agency 
business and became a broker. 

* * * 


The marriage of Miss Polly L. McCall, 
daughter of John C. McCall, first vice- 
president of the New York Life, was 
held Monday afternoon in St. Barth- 
olomew’s Church, New York. Walter 
W. Stokes, Jr., the bridegroom, is a 


graduate of this year’s class at Yale.’ 


University. He intends to enter the 

banking business in Schenectady. Presi- 

dent 

Kingsley were among the guests. 
* * * 


Charles R. Miller, president of the 
Fidelity & Deposit Company sailed two 
weeks ago. for -—Europe.on the “Levia- 
than,” accompanied by his sister. 


Darwin P.; Kingsley and Mrs.’ - 


— | 
Isadore Samuels, general 

New England Mutual Lite, pied. 
served as chairman of the “Ten O'clod, 
Club” of the Denver Chamber of ¢, 
merce, during a special drive {or a 
members. Soliciting could only be go 
between ten A. M. and noon Th 
club members consisted of business ol 
from various branches, on the heat 
roll being Ray S. Peters of the Aum 
Life; R. W. Allen of the Hughes-Allen 
Insurance Agency, and Arthur P. Miller 
of the Miller-West agency. Whenever 
there was the least sign of wavering 9 
the part of the solicitors, Chairmen 
Samuels came forward with a card index 
and gave the names of prospects and 
out went the “boys,” bringing back si, 
to ten more new members. The solic. 
tors were known as “Samuels Famous 
57,” and they brought in a total of 504 
new members, the revenue to the cham. 
ber being $12,500. The solicitors who 
fulfilled their part in bringing in the 
allotted number were known as “Grad. 
uates,” and when the drive was over , 
huge chocolate cake was given Mr 
Samuels for the splendid aid he gaye 


' the presentation speech being made ‘ 


Arthur P. Miller.. On top of the cake 
in white icing, it read: 
“Dear Mr. Samuels: 

“For the inspiring leadership you dis 
played in pulling across the Ten O'clock 
Club and for allowing us to seryevwith 
you, we all say you take the cake, 

Sincerely yours, 


“THE GRADUATES.” 
* * * 


Mrs. Florence P. Clarendon, secre- 
tary to President Henry Moir of the 
United States Life and insurance editor 
of the Magazine of Wall Street, has 
just returned from an interesting two 
month’s visit. to Europe. Mrs. Claren- 
don planned and followed her own def- 
nite itinerary which included a week at 
Paris and London, tours through. rural 
France, Switzerland, the Alps, Scotland 
ahd then back to this country by way 
of Canada. One of her most. delightful 
-experiences. was a- boat. trip up Lake 
Geneva. She was. also quite impressed 
with the progress being made in France 
toward the re-establishment of agricul- 
ture. The hotel service was excellent 
in the larger cities, probably because 
Mrs. Clarendon selected quiet hotels, 
little frequented by tourists. Her sight- 
seeing was confined to places which 
savored of years gone by rather than 
modern ones. 

* * * 


“Big Bill” Edwards, an_ insurance 
broker whose real name is William H. 
Edwards and who at one time was Com- 
missioner of Internal Revenue and also 
Street Cleaning Commissioner of New 
York, has been made head of the new 
police school of Police Commissioner 
Enright, and has been given the honorary 
title of Deputy Police Commissioner. He 
was’ formerly a Princeton football play- 
er.and coach, and for years has been one 
of the chief- athletic advisors of that 
university: 

* * * 


John W.  Longnecker, advertising 
manager of the Hartford Fire, when asked 
to dedicate a song to the Insurance Ad- 
vertising Conference at Briarcliff com- 
pleted the job in three minutes. Written 
to the tune of “I’m Forever Blow- 
ing Bubbles,” it made a hit with the, ad 
men, proving that Mr. Longnecker is just 
as versatile as a song writer as he 1s an 
advertising man. 
se Zs x * * 

W. Russell Cole, who lias been ap 
pointed manager of the Pacific Coast de- 
partment National Union, has had af 
unique experience for a fire insurance ter- 
ritorial manager, as at one time he was @ 
newspaper man and later became a broker. 
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G. G. Bulkley Backs 
Agents’ Principles 


—__ 


THEY SHOULD BE SUPPORTED 





President of Springfield F. & M. Calls 
for Courage to Back Aims of 
National Association 





George G. Bulkley, _president of the 
Springfield Fire & Marine, in a talk this 
week before the convention of the New 
England Associations of Insurance Agents 
at Portsmouth, N. H., expressed him- 
self as unqualifiedly in favor of the five 
fundamental principles of the National 
Association and made a plea for courage 
in supporting them. He asked that the 
agents work for the perpetuation of the 
American agency system for the good of 
the insurance business. 

Following is Mr. Bulkley’s address in 
ull: 

“Tt is a pleasure and honor to extend 
greetings, and to welcome you to this 





GEORGE G. BULKLEY 


Convention of the New England Associa- 
tion of Insurance Agents. 

“It speaks well for the business of in- 
surance when the representative citizens 
of our New England communities come 
together as you are doing to discuss your 
problems and plan to meet them in a way 
which will add to the enviable reputa- 
tion New England has won—if not as 
the birthplace of insurance in America, 
then as the cradle and home of it. 

“I am sure, therefore, that we may ex- 
pect, and the agents of the country may 
look for, not only a reiteration of the 
declarations of the National Association, 
but for further enunciations of principle 
which will be rational and wise and aiso 
for evidence of your intention to adopt 
and work out these principles for your 
common good. 

_ It will be most stimulating at this 
time when the call is so urgent for men 
of vision, wisdom, courage and good faith. 
This call must be answered and will be 
by you New Englanders who have done 
so much to foster and promote the great 
Institutions of insurance and you must 
demonstrate your intention to keep those 
institutions in the front ranks of those 
businesses which constitute the founda- 
tion of our civic, commercial and indus- 
trial life, 

“There is no place in a business such 
a ours for those without vision or whose 
eyes are closed to the changes that are 
taking place in this country. 


, 
4 


Aetna Denies Deal 
With Maxwell Co. 


NOT A PARTY TO ARRANGEMENT 





Another New England Company, To- 
gether With Southern Company, 
Reported as Giving Insurance 





The Aetna Insurance Company of 
Hartford categorically denies the rumor 
that it is one of the companies asso- 
ciated with the arrangement to issue au- 
tomobile fire and theft insurance on all 
Maxwell and Chrysler cars sold after 
July 1. It is now reasonably certain 
that two insurance companies, one a 
small southern company, and the other 
a large New England. company, will 
provide every Maxwell and Chrysler car 
with fire and theft insurance at low 
rates when the car is sold at retail, 
but the Aetna Fire is not participating 
in the issuance of any such insurance. 

Vice-President Guy E. Beardsley of 
the Aetna, says: 

“We wish to state officially that we 
have absolutely no arrangements with 
the Maxwell-Chrysler car people to fur- 
nish insurance of this character, nor as 
far as we can find out has it been of- 
fered to any of our offices.” 








“The nature of insurance and its rela- 
tion to general business is such that we 
should be organized in all of our branches 
and more particularly in the local agency 
branch to meet every change which is 
adopted as a permanent factor in the 
development of American business. 

“There is no place in our business for 
those who are unable to judge and act 
wisely. Do not, as you consider the 
changes that are taking place, believe that 
the foundation of our business is unsound 
and that the structure must be removed 
and a new one built. The foundation of 
our business is sound, as has been proven 
by the progress insurance has made. It 
may be necessary to renovate and enlarge 
the structure to enable us to meet changed 
conditions, therefore, it will call for much 
wisdom to determine where and how to 
change, if it be necessary, so that the 
foundation may stand unimpaired. It will 
be a true test of the American Agency 
System, which should be so firmly es- 
tablished that any situation which may 
arise within the scope of the activity of 
the local agent will be brought under con- 
trol. 

No Place for Slackers 

“There is no place in our business for 
those who lack the courage to face the 
problems which confront us today, or who 
are unwilling to make every effort to 
solve them. 

“Tnsurarée is so related to general busi- 
ness that our problems as identical with 
those of the bankers, manufacturers, job- 
bers, wholesalers, retailers, shippers and 
transporters. Therefore the demands on 
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insurance men are such that only those 
with courage will be able to go forward 
and meet success in a progressive world. 
Those demands are such that they cannot 
be met except through the interchange of 
views and the working together through 
organizations such as this, affiliated as it 
is with your National Association of Lo- 
cal Agents. 

“It is hardly necessary to bring to your 
attention the five fundamental principles 
adopted by the National Association. How- 
ever, these principles, so necessary to the 
success and life of your (and our) Agen- 
cy System, must be ratified. I know you 
men of New England have the courage 
and will take your stand with New York 
and those other states that have shown 
such splendid spirit and courage. 

“There is no place in our business for 
those who cannot or will not exercise good 
faith. 

“The entire success of your organization 
and of the American Agency System de- 
pends upon keeping good faith with your- 
selves, good faith with your companies, 
and good faith with the public. 

“Gentlemen, you are fortunate in being 
in the position of makers of history. Ex- 
ercise vision, wisdom, courage and good 
faith, that the American Agency System 
and all that it implies may be perpetuated 
for your children and your children’s chil- 
dren.” 


Baltimore American of N. Y. 
Being Organized in This State 
Another running mate of the National 
Liberty, the Baltimore-American of New 
York, is being organized here to do a 
fire and marine insurance business. 
When the company is completed it is 
understood that it will take over the as- 
sets, business and agency plant of the 
Baltimore-American of Baltimore. In- 
terests identified with the National Lib- 
erty are the incorporators, including 
Norman T. Roberts, Chas. H. Coates, 
Herbert A. Clark and several others. 


A..S. GALLAND CHAIRMAN 
Abe S. Galland, of Wilkes-Barre, Pa., 
has been appointed chairman of the fire 
prevention committee of the Pennsyl- 
vania Insurance Federation. 





Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 


United States Fire Branch: 45 John Street, New York 


J. A. KELSEY, General Agent 
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PREMIUM RESERVE .. . 
OTHER LIABILITIES 

NET SURPLUS .. . 


_U. S—Statement December 31, 1924 


GEORGE Z. DAY, Ass’t General Agent 


- $6,691,491.37 
1,499,924 9? 

750,177.51 
- 4441,388.33 





Vice-Pres. S. E. Locke 
Of The Hartford, Dies 


SUDDEN HEART ATTACK FATAL 
In Charge of New England Territory 
And Foreign Business; With Hart- 
ford Fire Over Twenty Years 





Sidney E. Locke, vice-president of the 
Hartford Fire, in charge of operations 
in New England, died suddenly at his 
summer home in Bolton Tuesday, fol- 
lowing a heart attack. Mr. Locke had 
been subject to these attacks for sev- 
eral years but had been in apparently 
— health otherwise. He was 59 years 
o 

Besides the New England territory, 
Mr. Locke was also in charge of some 
foreign trade, which included the island 
of Cuba. He joined the company over 
twenty years ago as superintendent of 
agencies, later becoming assistant sec- 
retary of the company, then secretary 
and in February of 1920 he was elected 
vice-president. 

Mr. Locke was born in,Glens Falls, 
N. Y., February 5, 1866, a. son of Albert 
Newton Locke and Elizabeth (Van 
Kipp) Locke, beginning his insurance 
career in his native town in 1884. In 
1887 he came to this city and entered 
the employ of the Orient Insurance 
Company as a clerk, remaining with 
that company nine years, a part of the 
time being special agent for New York 
State. Before joining the Hartford 
Fire, Mr. Locke had been connected 
with the Philadelphia Underwriters, the 
Reading and the Westchester compan- 
ies. 

About a year ago Mr. and Mrs. Locke 
made a trip around the world from 
which they returned with a fund of 
experiences. 

Besides his wife, Mrs. Helen Mark- 
ham (Troies) Locke, Mr. Locke leaves 
a sister, Mrs. L. Tenney Peck of Hono- 
lulu, wife of the president of the First 
National Bank of Honolulu, a_ niece, 
Mrs. Reginald Marsh of Bronxville, 
N. Y.; and two nephews, Frederick 
Locke Holman of Merchantville, N. J., 
and Newton T. Peck of: Honolulu. 

R. M. Bissell, president of the com- 
pany, in commenting on Mr.. Locke’s 
death, said that “he had been extreme- 
ly able and very industrious in every 
field placed under his charge. ‘Through 
his efforts everything undertaken by 
him had been made to yield a better 
profit and to show a greater improve- 
ment in every other way.” 


INTER-STATE MOVES HERE 


The management of the Inter-State 
Fire of Detroit, Mich., controlled by the 
Commonwealth of New York, will be 
transferred to New York City on July 1. 
The office here will handle the business 
written in Illinois, Ohio, Indiana, and 
Minnesota. 
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Dunham Comments 

On Present Practices 
TOO MANY COMPANIES TODAY 
In Talk Before New England Agents, 


Connecticut Commissioner Gives 
Words of Advice 





Colonel Howard P. Dunham, insurance 
commissioner of Connecticut, in speak- 
ing before the meeting of the New Eng- 
land Association of Insurance Agents at 
the Hotel Wentworth, Portsmouth, N. 
H., on June 23, said that it was inspiring 
to watch the wonderful growth of the 
insurance business in this country. Out- 
standing fire insurance amounted to over 
$100,000,000,000 and the outstanding life 
insurance from $55,000,000,000 to $60,000,- 
000,000 


Mr. Dunham said there was an eco- 
nomic need for conferences of insurance 
agents as well as companies.. Coopera- 
tion in any line of business was benefi- 
cial. The multiplied experiences of a 
large number of men in any trade or 
profession was of incalculable value not 
only to the persons engaged in the busi- 
ness, but to the public as well. There 
were 57 different varieties of conventions 
in the insurance world, from the presi- 
dents right down to the ordinary clerks, 
and they were all serving a useful, edu- 
cational and cooperative purpose. 

One of the oldest conventions in this 
country is the National Convention of 
Insurance Commissioners. This conven- 
tion has now been in existence for over 
fifty years and has succeeded in bringing 
about a great deal of constructive action 
in the insurance world. 

The original intention of the associa- 
tion was to attempt to secure uniformity 
of legislation and insurance department 
practice. To a large extent this has been 
realized. 

Many examples could be cited, for in- 


stance, the annual statement blank, 
which is prepared by the convention 
committee, and is accepted by all states. 


Work of Commissioners 


As another example, there are the 
standard provisions incorporated in acci- 
dent and health policies, which were 
drawn up by a convention: committee. 
Its work has by no means been com- 
pleted, however, and every year new 
propositions are submitted to it. 

Colonel Dunham said it was a gooc 
thing for agents to unclamp themselves 
occasionally and get away from their 
routine, and rub elbows with their fel- 
low agents. There was a cértain psycho- 
logical stimulus procured from meetings 
of this kind which got your blood and 
ideas going the right way. 

he most important party to an insur- 
ance contract, he said, was the policy- 
holder. The policyholder had a right to 
be protected against untrained and un- 


«scrupulous agents, and agency organiza- 


tions were always against these classes. 
Cheap insurance, and any kind of insur- 
ance sold by half-size solicitors was usu- 
ally unsatisfactory. Agents should be the 
triumphant characters of the insurance 
business, but they could not occupy this 
position unless they fully protected their 
policyholders and gave them correct and 
fullest coverage. 


Too Many Companies 


There were 50% too many -companies 
and agents in the business today.. Curb- 
stone and mushroom agents were not 
going so strong as they were a year ago, 
due to qualification acts and a more care- 
ful selection by the companies and a 
closer supervision by the states. It was 
a tragedy for an insured to be confronted 
with a loss and find himself improperly 
insured or perhaps not covered at all. 
Over 75% of insured persons in this 
country were inadequately covered either 
in kind or amount of insurance. The 
public generally does an outstanding 
insurance contracts and the responsibil- 
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ity is on the agent to give them a wider 
instruction in insurance principles and 
see to it they are properly insured. Some 
agents think there is a mysterious sort 
of deceptive method to become success- 
ful. This of course is a fallacy and sim- 
ply a short road to inevitable failure. 
There is but one right way and the suc- 
cessful men in this convention know it 
and should broadcast it to the other 
agents in their communities. Some agents 
cease reading, studying, thinking and 
planning after they get half way started 
in their business, and then they wonder 
why they don’t succeed. 

Some of the complaints coming into 
the Connecticut Insurance Department 
were of rebating, twisting, failure of 
agencies to pay balances to companies, 
the subject of free insurance given with 
automobiles, clothes and newspapers, 
coercion by banks, contractors, loan com- 
panies and automobile finance corpora- 
tions, contracts of automobile service 
corporations and clubs, pernicious limited 
accident and health contracts, and cer- 
tain commission abuses by the com- 
panies. 

The 1925 crop of agents in Connecticut 
was an interesting study, he said. The 
general run was to a higher type and 
better class. College graduates, spe- 
cially trained men from Carnegie Tech., 
New York University and other colleges, 
and graduates of company schools, are 
flocking in with the rest of the army of 
applicants and from all reports are doing 
well. No longer was the new agent 


aa 


thrust upon the public with no education 
along insurance lines. 


Believer in Local Boards 


Colonel Dunham said he had great 
faith in the American agency system and 
believed that to be the most satisfactory 
way of distribution of insurance con- 
tracts. He was also a firm believer 
in local boards. They helped to keep 
the standards of the business where they 
belonged, and if run right did much to 
promote the welfare of the business, 
Most local boards like some agents and 
companies “go dead” at certain levels 
and constantly have to be rejuvenated. 
Unorganized meetings were the princi- 
pal causes of the failure of local boards, 

In speaking of trivialities, he said that 
upon small things lay the success or fail- 
ure of any enterprise. It was the little 
things that counted. Acts of courtesy, 


‘straightforward business methods, cost 


little to the agents but meant much to 
their success. 

He said that many people liked to be 
forever charging windmills. Some agents 
fume and fuss over insignificant trivial- 
ities, are oftentimes cantankerous with 
company officials and the public; jump 
at half truths and sometimes create sen- 
sations which start extensive and expen- 
sive campaigns of maliciousness that set 
business back and invite legislative in- 
terference. 

He said he believed it was of great 

(Continued on’ page 15) 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
A. H. Hassinger, 

Wells T. Bassett, Secreta y 


FIREMEN’S 


INSURANCE Co. 
of Newark, N. J. 
Organised 1855 
Statement January 1, 1925 


ASSETS AND LIABILITIES 


Reserve Reinsur- 

ance Fund and 

Reserve for all 

other liabilities.. _ 8,536,871.80 
Net Surplus.... 3,586,660.11 


Assets .......$15,123,531.91 


Policyholders’ Surplus 
$6,586,660.11 





Henry M. Gratz, President 
Neal Pres. 


Bassett, Vice- 
John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
rag” A i Vi Secretary 


Wells T. Bassett, Sectety 


GirardF.«M. 


INSURANCE CO. 


Capital .......$1,000,000.00 


Reserve Reinsur- 


all 
other liabilities... 3,213,098.14 
Net Surplus.... 1,260,934.06 


Assets ........$5,474,082.20 
Policyholders’ Surplus 
$2,260,934.06 














MECHANICS 


INSURANCE CO. 
ef Philadelphia 
Organised 1854 

Statement January 1, 1925 

ASSETS AND LIABILITIES 


Capital .......$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
all other liabilities  2,575,127.95 


Net Surplus. ... 1,000,362.98 


Policyholders’ Surplus 
$1,600,362.98 








H. M. Schmitt, President 
— Vice-Pres. 
, Vice-Pres. and T: 
Waite 5 liven, Vi Vice-Pres. and West. Mgr. 
Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
ef Pittsburgh, Pa. 
Organized 1866 
Statement January 1, 1925 
ASSETS AND LIABILITIES 


Capital .......$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities... 3,751,385.75 


Net Surplus.... 501,427.56 


Assets ........$5,252,813.31 
Policyholders’ Surplus 
$1,501,427.56 
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Fire Waste Contest 
Cutting Local Losses 


WHILE NATIONAL WASTE RISES 


Chamber of Commerce Shows Results of 
Its Efforts to Aid in Spread 


Of Fire Prevention 


Following the announcement by the 
National Board of Fire Underwriters ot, 
an increase during 1924 of the national 
fire waste, the Chamber of Commerce 
of the United States, has issued a state- 
ment showing that those cities which 
have participated in the inter-cham- 
ber fire waste contest have reduced their 
per capita losses during the last two 
years. 

Exceeding all previous high records, 
the Chamber of Commerce says Ameri- 
ca’s fire waste last year totaled $548,- 
000,000 according to a report just issued 
by the Actuarial Bureau of the National 
Board of Fire Underwriters. This rep- 
resents an average loss of $1,500,000 
every day or $1,044 every minute 
throughout the entire year. The total 
amount of property destroyed during the 
year was equivalent to more than half 
the annual interest on our national debt. 

Although the fire losses of the United 
States as a whole continue to mount it 
is not necessarily an indication that they 
cannot be reduced. The experience of 
the 1924 Inter-Chamber Fire Waste Con- 
test shows that losses in the reporting 
cities were reduced to the extent of $4,- 
000,000 over their average for the pre- 
ceding five years coincident with the ac- 
tivities undertaken by local prevention 
committees. The per capita loss in these 
communities was $3.10 as compared with 
a ee average of approximately 

What has been done in some cities 
might well be duplicated in others 
through energetic fire preventign pro- 
grams carried on under the auspices of 
local chambers of commerce and similar 
organizations. Although fire waste is a 
national problem, it can only be solved 
through the combined endeavor of all 
communities. Each must do its part to 
bring about a diminution of losses. 

At the present time 385 local organiza- 
tions are enrolled in the Inter-Chamber 
Fire Waste Contest. It was only by con- 
tinuous effort that Indianapolis, Indiana; 
Fresno, California; Findlay, Ohio, and 
Albany, Georgia, were able to make such 
splendid showings in the 1924 contest. 


Summer Fire Hazards 


During the summer months local fire 
prevention committees may well empha- 
size to the public those hazards which 
are prevalent in vacation periods. Dwell- 
ings are sometimes left in a condition 
that invites fire. Care should be taken 
to see that all gas and electric connec- 
tions are shut off before departing. The 


few minutes required to do this would 


be well spent. : 
Likewise radio antennae in dwellings 





@ 





A DEPENDABLE COMPANY 


of Wetertown. 1%. 








left vacant should be disconnected from 
sets and grounded on the outside of the 
buildings. As an additional precaution 
a lightning arrester should be installed 
in the wire leading into the house. Stor- 
age batteries should be disconnected and 
stored in some location where it will be 
impossible for their terminals to be 
crossed by electrical conductors. 

Fires are common. in summer cottages 
and camps, due to a considerable degree 
to the fact that open fires are commonly 
used in them. Combustible material 
should be kept at a safe distance from 
all fires and whenever possible it is ad- 
visable to install screens for the purpose, 
of arresting flying sparks and brands. 
When open fireplaces are used, screens 
should cover them entirely and non- 
combustible hearths should be provided. 

Oil and gasoline stoves are often used 
during vacation periods by persons who 
are not accustomed to them and it is 
therefore important that they handle 
these devices carefully. The supply of 
oil or gasoline should be stored outside 
and the stoves filled in the open during 
daylight hours. No lamp or stove should 
be left burning while the camp-or cot- 
tage is unoccupied. Extinguishers of the 
foam or carbon tetrachloride type are 
important first aid appliances in fighting 
oil fires. % 

It is always best to be safe. For this 
reason soda-acid extinguishers or filled 
water buckets should be available for 
general fire extinguishing purposes in 
summer quarters. _The place should be 
kept clean inside and all brush and lit- 
ter should be removed from the im- 
mediate vicinity. : 

Another warning which is always time- 
ly is to be careful of camp fires, matches. 
cigarette butts and other possible 
sources of fire while in forests. As has 
been so aptly said, a single tree can make 
a million matches, but a single match can 
destroy a million trees. : 

Local fire prevention committees may 
be of service to their communities by 
making a study of vacation hazards in 
light of local conditions and stressing 
the importance of proper precautions te 
the public, as for example, the dangers 
incident to the annual Independence Day 
celebration. 





CONTINENTAL DIVIDEND 
A semi-annual dividend of $3.00 has 
been declared by the board of directors 
of the Continental upon the stock of the 
company, payable July 10, to stockhold- 
ers of record at the close of business on 
June 30. 


N. Y. Fire Losses 
Continue Upward 


MAY CLAIMS SHOW DECREASE 





But Total for First Five Months Is 
Larger Than Normal; May 
Extend Territory 





Fire losses in New York City during 
May took a relative drop of 25 per cent, 
as compared with the losses of May last 
year, 
the lost committee of the New York 
Board of Fire Underwriters submitted 
at the meeting last week. Last month’s 
losses, however, were still well above 
the normal. The committee reported 481 
claims, amounting to $1,518,000, as com- 
pared with 441 claims, amounting to $2,- 
190,000, in May last year. The losses 
for the first five months, as reported by 
the committee, are still in excess of the 
previous year. The figures are: 


1924 e 1925 
No. of claims.... 2,584 2,679 3.6 
Incurred losses.. $9,826,000 $10,579,000 7.6 

While the May losses show a sub- 
stantial decline from the previous year’s 
figures, they are at the rate of $18,000,- 
000 per annum and as the committee 
losses are about 60 per cent. of the entire 
losses they indicate a total fire loss rate 
of $30,000,000 a year. The meeting elect- 
ed to membership in the board A. S. 
Hutchins, chairman of the board of the 
North River; J. L. Parsons, president of 
the United States Fire; Casper J. Voor- 
his, vice-president of the North River; 
Henry J. Wyatt, vice-president of the 
North River, and W. J. Comans, United 
States manager of the Queensland Insur- 
ance Company. 

A resolution was offered from the joint 
conference committee appointed to con- 
fer on the subject of the extension of* 
the territory in which the committee 
on losses and adjustments is to operate 
and the taking over of the adjustments 
in the suburban territory. The resolu- 
tion provided for relinquishment by the 
loss committee of jurisdiction over losses 
in Hudson County, N. J. This proposal 
met with strong opposition from several 
sources and the resolution was tabled 
until the next meeting to allow the com- 
mittee an opportunity to present their 
reasons for the suggested action. 

A report was submitted on the subject 
of electrical inspections setting forth 
that while suggestions had been made 
for a city inspection service to be charged 


Inc., % 


This was shown in the figures of - 


for, it was hoped that this plan would 
be withdrawn and the board would be 
able to complete the unification of its 
inspection service without duplication. 

Following the regular meeting there 
was the biennial meeting at which it 
was voted to continue the Fire Patrol 
for the next two years at an outlay 
of $1,100,000, but not to exceed 2 per 
cent. of the premiums. 


CENTURY OLD MUTUAL 


The Norfolk Mutual Fire Insurance 
Co. of Dedham, Mass., is one hundred 
years old and has $858,840 of assets. In- 
surance Commissioner Monk of Massa- 
chusetts was one of those who attended 
a luncheon of 250 held in connection with 
the aniversary and he made a talk as did 
Wellington Wells, president of the Massa- 
chusetts Senate, and William B. Medli- 
cott, formerly of the Atlas. 


H. P. Dunham’s Talk 


(Continued from page 14) 


value and real education for insurance 
commissioners to make frequent visits 
to agents in their states to learn the real 
field problems. 

Companies .were required to maintain 
100% solvency. If it fell below this de- 
gree it was placed in receivership imme- 
diately. Why couldn’t the agents plot 
out some formula to be applied to the 
agents? It might be a good plan for this 
Association to establish some rules of 
qualification for an insurance agent, and 
then try and qualify all its members up 
to the standard. 

Large outstanding balances, long-time 

credit to policyholders, loose bookkeep- 
ing in the offices, coercion of prospects, 
and some of the other problems on the 
insurance horizon would sink away if the 
agents generally could be educated along 
the right lines. 
“ An insurance agent should not give 
thought only to the money he makes—he 
should study also the services and wider 
benefits he should give to his policy- 
holders. 

In the frantic desire for large business, 
some company managers were driving 
their insurance agents too hard, and in 
some states there are too high expense 
ratios in nearly all of the companies. An 
expert has recently said these expense 
ratios clearly indicated that the com- 
pany had paid too much for their busi- 
ness, or that their overhead had been 
too high. This is an age of keen compe- 
tion and economy and if the organiza- 
tions having jurisdiction of the acquisi- 
tion costs of fire insurance desire to do 
some real constructive work they will in 
the immediate future eliminate the pay- 
ment of excess commissions where they 
afe now paying them. Experience shows 
that the companies cannot afford to pay 
these high commissions indefinitely. 
When a company, large or small, young 
or old, operated an agency plant on 
higher commissions than those paid by 
the other companies, it was doing irre- 
parable damage to the institution of 
insurance. 














Fire Association 





Victory In8.Co, 








Pounded 1817 





of Philadelphia 


Capital mjr-e+ece $ 3,000,c00.7 


Assets - - ---- - §$20304,644.35 


ot Philadelphia 


TheReliance Ins.Co. 








Founded 1919 


or Phila delphi ol 











Surplus to Policyholders b10,205,330,09 





Capital - ---- - - ¢1,000,000.> 


Assets - - ---- - }2,395,699.71 


Founded 1941 














Surplus te Poticyholders$ 1, $26,764.56 





Capital - ----- $1,000,0¢0.7 
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Surplus te Polieyholders $4, $51,784,893 
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and fairly all just losses. 
value to the agency. 


The Value of Leadership 


Babe Ruth gets a generous portion of the gate receipts. 
Why? Because he is a leading baseball figure who 
brings in a much larger “gate” than there would be with- 
out him. He is of special value to his club. 


Insurance agents make certain. companies leaders in 
their agencies. Why? Because they know the value of 
having in their agencies companies of strong financial 
standing, good reputation and the ability to pay promptly 
The affiliation is. of special 


Agents of The Home can provide policies in the 
Largest and Strongest Fire Insurance Company in 


INSURANCE 
COMPANY 


















Elbridge G. Snow, President 
CASH CAPITAL $18,000,000 
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Cliff Jones Talks to 
New England Agents 


PRINCIPLES INSURE PROGRESS 








Head of National Association Executive 
. Committee Exhorts Agents to 
Stick by Standards 





Speaking at the get-together dinner of 
the annual convention of the New England 
Associations of Insurance Agents at Ports- 
mouth, N. H., on Tuesday, Chairman Cliff 
C. Jones of the Executive Committee of 
the National Association of Insurance 
Agents, devoted himself to a discussion 
of the principles of that body. He com- 
pared their development with that of our 
American principles, to which New Eng- 
land contributed largely, and explained the 
necessity Of courage in making them ef- 
fective. He said in part: 

One can not be a student of a govern- 
ment that was founded among this free 
nation without recognizing the part that 
has been played by the citizens of New 
England. Many of the founders of this 
government came from this territory. In 
the trying days when there was a great 
deal of uncertainty as to whether or not 
the few colonies could give birth to a new 
nation, it was the staunch New England- 
ers who preserved and brought forth up- 
on this continent a new nation that has 
proven a blessing to all mankind. 

Right Principles Developed 

I shall not take your time in recounting 
yarious acts and various performances by 
your forefathers that made this possible, 
for all these things you know better than 
I.. The thing that I want to emphasize 
tonight is the fact that there stood out 
during all these times a determination on 
the part of these great men to have writ- 
ten into the fabric of this government 
certain fundamental and necessary prin- 
ciples of self-preservation. The great 
benefaction that has fallen to the sons of 
men by reason of the foresight, the splen- 
did courage, and the heroic determination 
of these staunch New Englanders, is a 
heritage that we people of this nation are 
enjoying. 

No government among free people can 
endure without necessary and fundamental 
principles. I am just as sure that it is 
necessary to have like principles of con- 
duct in every walk of life, if we are to 
enjoy the blessings and privileges that 
rightfully belong to an intelligent people. 

I do not want to take the time to dis- 
cuss with you tonight the necessity for 
our businesss. It is well known to all 
of you. I do want to say, however, that 
in my judgment we have reached a period 
in its development when it is becoming 
daily more and more apparent that its 
preservation must be preceded by the ac- 
knowledgment of certain principles that 
are necessary if it shall endure. 

In the development of our own Asso- 
ciation work we finally arrived at the 
period in its material progress when the 
necessity for collecting and setting down 
the principles, under which we have been 
working, was at hand.. So the National 
Association, as the official. and credited 
representative of the agency business of 
this country, acting through its officers, 
gathered together these principles and an- 
nounced them as a platform in the latter 
part of 1924. Following the Milwaukee 
Convention of the National Association. 

Milwaukee Declaration a Sparker 
Every automobile has a sparker and 
every organization of every kind must 
have a sparker if it is to run successfully. 
The Milwaukee Declaration is the present 
sparker of our National Association. If 
it does not set fire to the enthusiasm: and 
loyalty of all our members, this great 
Association will not move forward. The 
Milwaukee Declaration is ‘nothing more 
nor less than a statement of honesty, a 
statement that we believe it to be fair, 
just and equitable to play the game ac- 
cording to the rules and a call to all 
those who belive in righteousness to as- 
sociate themselves with us in an endeavor 
to bring about a country-wide observance 
of certain of these-necessary principles. 














Vacation Hazards 
Accident, 
Tourists’ Baggage, 
Golfers 


Your prospective patrons will 
soon be obtaining travel reserva- 
tions and packing their traveling 
bags, in contemplation of the 
approaching Vacation Season. 


You can help to make your pros- 
pects’ vacation a matter of happi- 
ness and tranquillity, by provid- 
ing adequate dependable insur- 
ance protection to meet their 
needs. 


Well provided with insurance 
they may go away knowing that 
“all is well,” in event of accident 
or loss and with an appreciation 


of the service and policies you 
provided. 


Norwich Union Policies and Service are Nationally Known 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager J. F. Van Riper, Branch Secretary 


EAGLE FIRE COMPANY 


ot New York 
Incorporated 1806 


Hart Darlington, President J. F. Van Riper, Secretary 


75 Maiden Lane, New York 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


W. G. Falconer, President ~H. P. Jackson, Vice-President 


The Agent Who. Seeks to Give Service 
Must Himself be Well Served 


COMPANIES 








Let us read them to refresh our mem- 
ory: 

Agency ownership of expirations. 

Non overhead writing. 

Protection of local agents against the 
competition of non-resident brokers, in 
that all lines should be written in ac- 
cordance with the conditions to which 
the risk is subject locally. 

Discontinuance of the use of financial 
institutions, their officers or employes as 
company representatives in competition 
with established agencies. 

Limited agency representation of the 
same company in the same territory. 

The intrinsic value of an insurance agen- 
cy depends upon the enforcement of these 
principles. The program adopted at Sa- 
vannah calls for each state unit of our 
National Association to adopt our prin- 
ciples as its own. Eleven of the twelve 
states that have had meetings since then 
have unanimously adopted these principles; 
one has failed us, perhaps others may 
do likewise. ; 

Like Gideon’s Band 

But let us not forget the story of Gi- 
deon’s band. You will remember that 
when he called for volunteers to fight the 
Midianites, 32,000 responded. Of course, 
he wanted loyal soldiers and therefore was 
quite critical as to the motives which 
prompted some of these volunteers to leave 
their homes. He knew some had come 
from. mere love of adventure, some be- 
cause they were afraid they would be 
taunted with cowardice, and some, perhaps, 
to get away from their wives. Guided 
by the Lord, he determined to weed them 
out at once. That evening he announced 
that all who were afraid or fearful might 
return to their homes; the next morning 
10,000 remained, but there were still too 
many whose courage and strength would 
fail. In response to God’s command he 
led the 10,000 down a hillside and across 
a brook, without stopping to rest. This 
would be a strain and show their true 
character. It was a hot, dusty day. The 
men were thirsty and tired. All but 300 
stopped to take a long draught from the 
clear, cold water. The 300 merely lapped 
the water; they were retained. The rest 
were sent home. With this small but 
courageous band Gideon won the battle. 

At the Kansas City convention this fall, 
which I believe will mark an epoch in 
the life of our Association, I would rather 
see ‘a mere handful of men* who had the 
courage ‘of their convictions and are will- 
ing to fight for a principle, as your an- 
cestors did in New England, than to have 
three thousand representatives who fight 
only half-heartedly and quit quickly when 
their pocket-books are touched. 

In conclusion, gentlemen, let me reaf- 
firm my faith and confidence in the mem- 
bers of our Association and assure you 
that we cannot and will not fail to go 
forward, keeping step with progress by 
keeping faith with all. 





REINSURES PACIFIC STATES 


New Hampshire Takes Over Liability Of 


Coast Company; Latter Company 
Will Probably Continue 


The New Hampshire Fire announces 
the reinsurance of the entire outstand- 
ing liability of the Pacific States Fire 
of Portland, Oregon. It is announced 
that the Pacific States will continue op- 
erations. The company has had an un- 
fortunate underwriting experience for 
several years, and recently its president, 
an experienced underwriter, resigned, to 
be replaced“ by a business man of Port- 
land, Oregon. 


General of Seattle Again Makes 
Application to Write in New York 
The General Insurance Company of 
Seattle, Wash., has applied for admis- 
sion to. New York State to write fire 
insurance. Over a year ago the com- 
pany applied for admission here but the 
request was turned down because in 
Washington the company wrote casu- 
alty and surety lines as well as fire. 
Now the company has disposed of its 
casualty business. The General wgites 
policies on a participating basis. 
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STAR agents have built a flourishing Specialty Class 
business by keeping this always in mind: 
The client must be told about Specialty 
coverages. Tell him and sell him. 


Each month an appropriate form is thus successfully 
pushed by mail, by ‘phone calls and by personal calls. 
This month, naturally, will see a great drive on Personal 
Effects Insurance. 


Here, especially, telling means selling. Many a man 
who never thought twice about insuring his baggage 
will be shown how easy and economical it is. And the 
Star Agent who fells him scores once more as a reliable 
Insurance adviser. 


As usual, the Star of America is ready 
with literature and other valuable helps. 


STAR 


Insurance Co. 


or AMERICA 


‘Western Department Southern Department Pacific Coast Department 
CHICAGO NEW ORLEANS SAN FRANCISCO 


Baecutive Offices: 1 Pershing Square, Park Ave. at 42nd St., New York, N. Y. 


Liberal Forms of 


STAR 


Personal Effects 
Insurance covering 


Fire 
Theft 
Larceny 
Pilferage 
Transportation 
Collision 


Derailment 


In Hotels, Clubs, Laun- 
dries Ops, on 
shinbousl Rolintiienn 
elsewhere outside the 
home. 














“THE COMPANY WITH THE L. & L. 


& G. SERVICE” 
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An Actual Automobile Insurance Adjustment 


Settling losses satisfactorily is just as 
important from the local agent’s viewpoint 
as selling his policies, for upon the adjust- 
ment of claims depends largely the good- 
will and prestige of an agency. H. A. 
Bayern, of the M. L. Bayern Co., Inc., 
recently wrote an automobile insurance 
sales talk for THe EasteRN UNDERWRITER, 
and in this issue continues with an inter- 
isting demonstration of how an agent works 
after an accident has occurred. The M. 
L. Bayern Co., Inc., Fisk Building, New 
York City, are automobile insurance spe- 
cialists, writing mostly that form of insur- 
ance, and H. A. Bayern is an authority on 
the subject. 

The scene is in the night service office. 
It is midnight, and the telephone bell 


rings. It is answered by an employee of * 


Mr. Bayern, and the resulting conver- 
sation is reproduced: 


Assured: Is this Circle 4608, Bayern 
Company? 
Agent: -M. L. Bayern Co., Inc. What 


can we do for you? 

Assured: I want to report an accident. 

Agent: Mr. Bayern is not in now, but 
please give me full details right over the 
phone. I want you to tell me date of 
accident; place where it occurred; how it 
happened; whether any person or per- 
sons were injured; in what direction 
your auto was going; if you were sound- 
ing the horn at the time it occurred; in 
what direction the other vehicle was 
going; who was to blame for the acci- 
dent; names of nearby intersecting 
streets and number of feet from such in- 
tersecting street ; and names of witnesses. 

Assured: Can’t I mail this information 
to you tomorrow? 

Agent: You certainly may do so, if 
that is your desire, but if you want im- 
mediate action now, let me have full de- 
tails. You may neglect or forget the 
details tomorrow. 

Assured: Well, I made that suggetion 
out of consideration for you, for it is 
now midnight. 


Telephone Facts 


Agent: That’s all right. We told you 
when we insured your car that when you 
have an accident, night or day, action on 
our part will speak louder than words. 
Unless we get your co-operation, it will 
be impossible for us to live up to this 
promise. Let’s have it complete, and 
transfer all responsibility to us imme- 
diately. 

Assured: I was driving south along 
Broadway and 88th Street at 11:45 P.M. 
when a heavy Pierce-Arrow truck, also 
going south, smashed into my Buick 
Sedan, throwing my car through the 
plate glass window of a drug store. My 
car has been damaged beyond repair and 
the soda fountain and fixtures have been 
also damaged. I also injured six people. 


of the soda water fountain and two 
others, who were my guests, were also 
severely injured. A nearby doctor ren- 
dered first aid, and an ambulance sur- 
geon from St. Luke’s also called and 
a the six injured people to the hos- 
pital, 

Agent: Did you get the number of the 
truck? 

Assured: No, I did not, because he 
got away and in the excitement no one 
tried to stop him. 

Agent: That’s too bad, because we 
could have held him responsible. Please 
give me the names of all the injured 
people, their addresses, the nature and 
extent of their injuries, name of doctor 
or doctors called, and what statements, if 
any, they made, and to whom, and the 
name of all witnesses. 


Get Names 


Assured: I could not get the names of 
the four persons who were at the soda 
fountain; but my guests were Mr. James 
Jones, of 555 Riverside Drive, New York 
City, who had a fractured hip and con- 
tusions all over his body; and Miss 
Agnes McCarthy, a friend of my wife, 
who had her face badly scarred and her 
left leg broken, and other injuries not 
visible to the naked eye. You can, no 
doubt, get the names of the other in- 
jured persons from Patrolman No. 5556, 
of the 104th Precinct, New York City, or 
at St. Luke’s Hospital. ; 

Agent: How about the names of wit- 
nesses? 

Assured: There were many people 
there after the accident, but only two of 
them gave me their names: Mr. 
Sminsky, of 155 West 25th Street, a fur 
merchant, and Mr. Maxwell Fordon, 220 
Broadway, New York City, ‘an ac- 


* countant. 


Agent: What damage did you do to 
the counter, soda fountain, and furniture 
and fixtures of the drug store? 

Assured: I do not know. 

Agent: I’ll have an adjuster up to the 
place as soon as possible. What damage 
did you do to your car? Can you move 


it? . 
No, sir. Shall I leave it 


calls, I’ll have an adjuster call to see 
the injured people at the hospital. d 

Assured: But I have been badly cut 
up, particularly my right hand. I’m 
going to the hospital. The surgeon of 
St. Luke’s advised me to let him take me 
to the hospital, but I thought, in view 
of the serious accident, that I had better 
let you know all about it. 

Agent: That’s all right. Don’t worry 
about this at all. I’ll hop in a taxi and 
take charge of the entire situation. You 
go to the hospital at once. While in the 


Four of them were sitting at the counter hospital, you will receive $400 per week, 
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because you carry a personal accident 
policy, which you took at the time I sold 
you the automobile insurance. 

Assured: But the proprietor of the 
drug store insists that the officer arrest 
me unless-I settle for his damage. 

Agent: You have an automobile bail 
bond which gives you the authority to 
execute bail up to and including $5,000 
for any criminal offense, misdemeanor, 
or felony in connection with the use of 
your automobile in any State in the 
Union. I'll be right over to take care 
of everything for you. 


Action at Scene of Accident 


The scene now shifts to the corner of 
88th Street and Broadway. 

The Buick Sedan has completely 
broken the plate glass window, the front 
part of the drug store is in a state of 
chaos, broken soda water fountain, 
chairs, drug scattered everywhere, blood- 
stains all over the place, the wrecked 
car, a large crowd, and a few “ambulance 
chasers” looking for the injured persons 
who have already been removed to the 
hospital. Fifteen minutes have elapsed. 

Assured: I am very glad you came so 
quickly, Mr. Agent. This is the officer 
who has been requested by Mr. Blank 
to arrest me. 

Agent (to officer): My client is fully 


insured against all liability, property 
damage, fire and. theft, and collision 
claims. I guarantee that this drug man 


will be fully paid for all this damage to 
his property. 

fficer: If he insists, I must arrest 
your man. 

Agent: All right, let the surgeon first 
apply first aid, then take us to the night 
court, and as he has the authority to 
execute his own bail, he would be re- 
leased on bail at once. Mr. Drugstore 
Man, here is my card and my assurance 
that your claim will be promptly settled, 
if you do not insist upon this technical 
arrest. My man is responsible and his 
insurance company has a reputation of 
settling all legitimate claims promptly. 

Drugstore Man: All right, officer, in 
view of this agent’s statenfent that he 
will take care of my claim promptly, I 
do not insist that you lock him up. 

Agent: Thank you for your courtesy, 
Mr. Drugstore Man. Let me have a de- 
tailed estimate of what it would cost to 
repair and replace all the damage, or 
still better, what the total cost would be 
to you for restoring everything here to 
the same condition before the accident 
occurred. Please phone for a taxi and 
I'll take Mr. Assured to the hospital. 

Assured: Meet my wife. 

Agent: Very pleased to meet you, but 
sorry it had to be under such distressing 
circumstances. Were you hurt at all? 

Assured’s Wife: Yes, in the excite- 


ment I forgot to tell my husband that I 
have a.pain in the side. 


Agent: Let’s have the hospital sur- 
geon look you over. I'll stay here and 
arrange to have the Buick emergency 
service tow in your. car, while you two 
take this taxi to the hospital. I'll see 
you there later. 

Assured: Thank you so much. I 
thought your representative was merely 
using a good sales argument when he 
talked about night and day service. I'l 
never forget it. 


Service Goes With Policy 


Agent: Let’s not talk about it. That’s 
what you paid your premium for. Our 
service really begins with delivery of 
policy and this is nothing unusual on our 
part. We have been taking care of the 
service requirements of our clients for 
over a quarter of a century. Run along 
now to the hospital, while I await the 
arrival of the tow machine. 

Buick Service Man: Where is that 
damaged car? 


Agent: Right here. Take it to your 
service station, and have your night man- 
ager send me, by special delivery, de- 
tailed estimate of reconditioning auto- 
mobile, and how long it will take to re- 
pair it. Also have your sales depart- 
ment advise me how much money they 
will allow toward the purchase of a new 
Buick Sedan. 

Buick Service Man: All right; we will 
give you this information before 12 
o’clock noon. 


Coverage Which Assured Had 


Scene now shifts to the hospital, at 
110th Street and Amsterdam Avenue 
New York City, where assured, his wife, 
four persons who were at the counter, 
and his two guests are all under the 
care of the surgeons. Agent gets the 
full details with regard to nature and ex- 
tent of injuries of each of the injured 
persons, and leaves the hospital. The 
assured had the following coverage: 


Liability, $25,000 to $50,000........ $148.00 
Property damage, $3,000, including 


WAS OE GSE Ss 2 ceed eek oes 5.10 
Fire and theft, $2,000, at $2.27..... 45.40 
$100 Deductible Collision . .. 49.88 
Tornado, windstorm, etc......... 10.00 
Personal accident insurance, $200 

BOE WOR eo sa cot dwcn's od veel 115.00 
Automobile bail bond, $5,000...... 5.00 
Plate glass insurance............. 15.00 

$424.52 


Wife Cannot Collect 


Every one of the injured persons in 
this accident can collect from the as- 
sured’s insurance company except his 
wife and himself. A wife cannot suc- 
cessfully sue her husband for personal 
injuries received while riding in a car 

(Continued on page 27) 
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U. S. BRANCH 
84 William Street New York City 


John H. Packard, United States Manager 
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From the Charter granted in 1720 to 
THE LONDON ASSURANCE—— 


“To make Assurances of Houses, Warehouses, Goods, Wares and 
Merchandise from Accidents by Fire which tends to the Publick 
Good and Security of Many who have been and may be Preserved 


from the Ruin and Impoverishment which otherwise might ensue 
from such Calamities.” 


It is only natural that with such an ideal of public service 
the Corporation has prospered and endured and by its 
record may be rated as among the very strongest of the 
world’s successiul insurance organizations. This year 
marks the 52nd anniversary of the entrance of The Lon- 
don Assurance into the’ United States and the 205th of 
its world wide activity. A permanent dependable fire 
office that has the confidence of its agents and those with 
whom it transacts business. 
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Foresees Increase in 
Agents’ Commissions 


cOLE SAYS AT PORTSMOUTH 





Commission Conference Now Arranged; 
E. C. Stone, Winslow Russell and 
Others Address Convention 





Portsmouth, N. H., June 24—The fine 
weather conditions which prevailed here 
today nearly proved disastrous to the 
attendance at the first business session 
as the delegates seemed to prefer the 
out-of-doors rather than to come inside. 


It was only after a considerable amount 
of persuasion by James Case and Edwin 
Cole that the hall was partially filled. 

Warren Shaw, of Brockton, submitted 
his annual report as secretary-treasurer. 
He said that the one dollar regular reg- 
istration fee was too small as last years’ 
meeting went behind about five hundred 
dollars. This year the fee was increased 
to two dollars to cover the overhead of 
the convention. 

Chairman E. J. Cole, of the Advisory 
Board, in his annual address discussed 
the commission question and said that 
there had been a great change in the 
agents status since the last commission 
plan was put into effect. The expenses 
of the agency business have increased 
materially and the compensation has re- 
mained the same. The fire companies 
must take this question up and settle it. 

A conference has been arranged be- 
tween the New England Advisory Board 
and a committee from the Eastern 
Union. Mr. Cole believed that this will 
result in a satisfactory solution of the 
problem. 

Edward C. Stone, of the Employers 
Liability, was shifted to the first days 
program. He made a masterful talk on 
insurance and its problems. Mr. Stone 
is a great favorite with insurance men 
and was given a fine reception. He con- 
fined himself to a discussion of such 
problems as applied to agents. He said 
the greatest liability any company can 
have is the dishonest,. incompetent and 
unreliable agent. “In old days an agent 
was solely a salesman of insurance con- 
tracts. Today there is something more 
than selling, it is the giving of service, 
the service of a well-trained, honest, cap- 
able and educated man. The agent is 
the most essential link in the chain of 
insurance service. Your first problem 
is to secure the most up-to-date informa- 
tion about the insurance business. Re- 
gard yourself in a profession as honor- 
able as medicine or law.” 

Raymond Redfield, of Springfield, 
Mass., explained the credit plan in: use 
in that city which is based on the Pitts- 
field system. The plan was put into ef- 
fect. last January, and advertised in all 
the local papers that prompt payments 
must be made on insurance policies. 
Plan has worked out entirely satisfac- 
tory and greatly improved credit con- 
ditions. 

The morning session closed with a 
splendid address by Winslow Russell, of 
the Phoenix Mutual Life, who addressed 
the convention on “Can the Insurance 
Bootlegger Be Eliminated?” 





WISCONSIN BILL KILLED 


Bill 175-S, the big insurance recodifica- 
tion bill that precipitated the controversy 
between Insurance Commissioner W. Stan- 
ly Smith and Attorney General Herman 
L. Ekern, was killed by the senate by a 
vote of 13 to 14. A reconsideration move 
lost immediately aftewards and the measure 
cannot be revived at this session. 





MAY INCLUDE TORNADO 

The Southern Tornado Insurance As- 
sociation has circularized its members 
to the effect that until the special com- 
mittee appointed at the annual meeting 
reports, they are free to “bridge the 
gap between fire and tornado cover- 
age as companies are doing in the West, 
or refrain from doing so as they see fit. 


KENTNER GETS SENTINEL 

Fred W. Kentner has been appointed 
agent for New York City for the Sen- 
tinel of Springfield, Mass. He will aiso 
act as binding agent for country-wide 
business for the Sentinel, which com- 


pany is under the same management as 
the. Springfield Fire & Marine. 


ATLAS LEAVES PACIFIC BOARD 

The Atlas Assurance has withdrawn 
from the Board of Fire Underwriters 
of the Pacific. This action was taken 
because the board had denied admission 
tothe Albany, of New York, a running 
mate of the Atlas. 


1924 British Results 


(Continued from page 1) 
legal amount required to be retained to 


meet current liabilities, and could be with- © 


drawn, if needed, to meet losses on a 
disaster elsewhere. And the interest 
earned by those funds, some £2,500,000 
($12,500,000) annually, was available to 
be transferred to this country, and so 
give us purchasing power in America, If, 
as probably happened, the interest was 
withdrawn for dividends for shareholders 
here, the interest did not come over in cash 
but in the form of cotton or wheat. 

Taking fire insurance alone, therefore, 
and considering only interest on reserves 
invested in America, this country benefited 
by a purchasing power in the United 
States of some £2,500,000 last year. The 
underwriting profits on this large busi- 
ness were not very great. The year was 
unfavorable, not because there were any 
very serious conflagrations, but because 
of the severe competition with American 
national companies. After making al- 
lowances for current liabilities the profits 
of the British companies and subsidiaries 
amounted. -to . £805,000 - ($4,025,000) as 
compared with £1,386,000 ($6,930,000) in 
1923. The big Liverpool companies did 
fairly well. 

The London & Lancashire had a profit of 
£102,000 ($510,000) or 6.7 per cent of its 
premium income, and the Royal and Liver- 
pool & London & Globe taken together, 
had a profit of £245,000 ($1,225,000) or 2.6 
per cent. Of the large London companies, 
the _Phoenix: made a profit of £152,000 
($760,000) or 5.9 per cent, and the Sun 


-a profit of £38,000. ($190,000) or 3.5 per 


cent, while the Commercial Union came 
out slightly on*the wrong side with a 
deficiency of £13,000 ($65,000.) Of the 
Scottish. companies, the North British & 
Mercantile made a profit of £213,000 
($1,065,000) or 5.3 per cent, while the 
Northern suffered a loss of £76,000 ($380,- 
000) or 5.6 per cent of its premium in- 
come. A small Northern company, the 
Scottish Union & National, showed the 
best results with a profit of £68,000. ($340,- 
000), or 8.2 per cent of its premiums. 


Profits Made Elsewhere 


Although the American results for last 
year were not very profitable, several of 
the companies which did badly there had 
much better luck elsewhere. That. is 
where a world-wide business is so useful. 
Some fire insurance was favorable, and 
in some other parts of the world the re- 
sults were quite good. The total fire 
premium income of all the leading com- 
panies taken together amounted to £45,- 
380,000 ($226,900,000,) and they realized 
a profit, after allowing for all current 
liabilities of £4,168,000 ($20,840,000, ) or 
9.2 per cent of ‘the premiums. 

It would be wrong to infer from the 
figures given that one quarter of the busi- 
ness done was so highly profitable that it 
made up for the comparatively poor results 
on three quarters in America. I have to 
use the figures which are officially given 
in America and in this country, and can- 
not make adequate allowance for the 
large amount of American fire risks re- 
insured on this side of the Atlantic under 
what are called treaties. The American 
figures are net in America, but are: altered 
considerably by reinsurance before they 





enter into the final accounts here of the 
various companies. 

A single example will show how im- 
portant this reinsurance process is. The 
Commercial Union with a net premium 
income in America of £4,900,000 ($24,- 
500,000) showed an apparent loss of 
£13,000 ($65,000.) But in its final figures 
as published here, the premium income 
was £8,300,000 ($41,900,00U) and the profit 
£595,000 ($2,975,000) or 7.1 per cent of 
the premiums. It is unlikely, to say the 
least of it, that the whole of that rather 
unprofitable American business was re- 
tained after the managers in this country 
got to work on it. 

The general results all round were much 
better than one would have concluded by 
regarding by themselves the results on 
the other side of the Atlantic. The London 
& Lancashire—one of the best managed 
companies in existence—had a profit of 
£398,000 *s1,990,000) or 13.1 per cent of 
its premiums, the Royal a profit of £538,- 
000 ($2,690,000) or 7.9 per cent; the L. 
L. & G. a profit of £275,000 ($1,375,000) 
or 5.9 per cent; the Sun a profit of £284,- 
000 ($1,420,000) or 12.2 per cent; the 
Guardian a profit of £136,000 ($680,000) ; 
or 149 per cent; the North British a 
profit of £384,000 ($1,920,000) or 9.6 per 
cent; and the Alliance the highest rate 
of profit of all with £433,000 ($2,165,000) 
or 22.5 per cent. 

The two companies which have no 
American business did better in this par- 
ticular year than those much larger offices 
with huge American commitments.- It is 
obvious that the bigger a company is, the 
more widely spread its risks in all coun- 
tries, the more nearly it approaches the 
average in its results. Last year the largest 
companies were rather below the average 
because of the high proportion of their 
American risks to the total of their busi- 
ness. 


Marine Profits Not Expected 


We may in these days leave marine in- 
surance out of account as a factor in 
earning profits. Since the war bubble 
burst the business has been restricted and 
unprofitable, and the main difficulty has 
been to avoid serious losses. On the other 
hand, accident, employers’ liability, motor- 


car insurance, and various miscellaneous 


branches are now almost as prolific in 
premium income as fire insurance, though 
last year they yielded far less profit. This 
was in the main due to the. United States, 
where unprofitable rates for workmen’s 
compensation are in process of revision 
upwards by the various State Insurance 
Departments. 


The companies do not fix the rates; 
they are fixed for them-by State Depart- 
ments, who base the premium on actual 
results over a series of years. The total 
premium income of the British companies 
derived from accident and miscellaneous 
insurance was £43,000,000, ($215,000,000) 
and yielded a profit of a little less than 
£1,500,000 ($7,500,000) or 3.4 per cent. 
It was a small result for so much trouble 
and risk, but better than in the previous 
year. Next year, when the American re- 
vision of premiums has come into full 
effect, there: should be better results to 
show. The companies aim at a profit of 
10 per cent of their turnover—though they 
rarely achieve it in the aggregate—and 
this profit has to stand the payment of 
British income tax and to provide for 
reserves. 


. 
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the security of its policy. 


CHARLES W. HIGLEY, President 






Secy. 
Treasurer 
. SAMMONS, "Asst. Secy. 
. GILBERT, Asst. Secy. 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 
Howle, Jarvis & Wright, Ine., General Agents 


Metropolitan District 
81 JOHN STREET NEW YORK 














INSURANCE 
HARRY C. FRY, Jr., President 
JOHN B. SIRICH, Sec’y. 


307 FOURTH ew PITTSBURGH 
A. ‘TRICK, es 
LOGUE BROS. & Co., 























216TH YEAR 


SUN 
INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave. ° New York 
‘\ WESTERN DEPARTMENT: 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 


PACIFIC DEPARTMENT: 
N. W. Cor. Sansome and Sacramento Sts. 
San Francisco, Cal. 











Live COMPANY 


LIVE AGENTS - 


Eiel u sive, evvitory 


UP TO DATE 
GENERAL SERVICE 


DIRECT EXPERT ASSISTANCE 
IN SECURING NEW BUSINESS 


“Then give to THE WORLD the 
best you have and the 
best will come back to you 


44 


tbh SF Pre 























: 





























Globe & Rutgers 


FIRE INSURANCE COMPANY 


111 William Street, New York 





January Ist, 1925 








ASSETS LIABILITIES 

Bonds and Mortgages..$ 494,660.00 Capital................ $ 3,500,000.00 
U. S. Liberty Bonds..... . 604,990.00. Surplus ............... 19,810,623.92 
pve City, Rail- Reinsurance Reserve... 20,280,922.14 

road and Other Bonds : : 

and Stocks ......:... 48,605,806.95 “fee i Bed 6,608, 157.00 
Cash in Banks and Office 1,889,579.56 = Commissions and Other 
Premiums in Course of cP RECS ae Malet 6,650,000.00 

Collection ....25.... 8,648,820.24 Reserve for Taxes and 
Interest Accrued ...... 348,534.10 Depreciation ......... 3,805,000.00 
Reinsurance Recover- / 

able on Paid Losses... 62,312.21 

$60,654,703.06 $60,654,703.06 





Surplus to Policy Holders $23,310,623.92 


E. C. JAMESON, President 
LYMAN CANDEE, Vice-President _W. H. PAULISON, Vice-President J. H. MULVEHILL, V.-Pres. & Secretary 
J. D. LESTER, Vice-President W. L. LINDSAY, Secretary A. H. WITTHOHN, Secretary 
G. C. OWENS, Asst. Secretary A. G. CASSIN, Asst. Secretary M. J. VOLKMANN, Local Secretary 
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Eastern Union Holds 
June Monthly Meeting 


TRIBUTE TO F. W. 
Commission Situation Reported to Have 
Been Discussed; Likewise Use 
‘and Occupancy 


JENNESS 





The regular meeting of the Eastern 
Union was held last week at its head- 
quarters, President Palache presiding. 
The membership committee reported 
with regret that resignations had been 
received from E. C. Irvin, president of 
the Fire Association and the Reliance 
Insurance Company, and John B. Mor- 
ton, vice-president of the Victory Insur- 
ance Company. These resignations were 
accepted with much regret and both the 
aforenamed gentlemen were unanimously 
elected honorary members of the organ- 
ization. 

. W. Cochran, who succeeds Mr. 
Irvin and Mr. Morton for the respective 
companies, was elected to membership 
in the Eastern Union for the Fire Asso- 
ciation, Reliance and Victory. F. R. 
Bigelow, president of the Mercury In- 
surance Company of St. Paul, was 
elected member of record for that com- 
pany and W. Irving Moss, president of 
the LaSalle Fire Insurance Company of 
New Orleans, was also admitted to mem- 
bership. . . 

The Eastern Union during the last few 
weeks has lost from its ranks F. W. Jen- 
ness, who was an honorary member of 
the organization, and Tupper, 
Southern manager of the Queen Insur- 
ance Company. The respective commit- 
tees appointed to draft memorial resolu- 
tions presented their reports, which were 
adopted by a rising vote. 

The meeting was well attended and 
this being the last session of the Eastern 
Union until September reports of pro- 
gress were received from the various 
standing and special committees. 


Tribute to Jenness 


The committee, consisting of C. G. 
Smith, E. J. Sloan and J. H. Vreeland, 
which presented the memorial on Frank 
Woodbury Jenness, gave a brief sketch 
of his career and said: 

“Mr. Jenness was a man of sterling 
character, with a most commanding per- 
sonality. He was upright to a marked 
degree in all of his dealings, affording an 
unusual example for men to emulate. As 
a close student of the business he had 
few equals and could always be counted 
tpon to render the companies incalcula- 
ble service on questions of importance, 
especially in matters affecting compli- 
cated forms and rating problems. In 
this respect he occupied a unique posi- 
tion. He was a member of the First 
Presbyterian Church of Corning, N. Y.; 
was modest, qffiet and unassuming in 
every walk of life, which secured for him 
the affection of a host of friends.” 

The memorial on Samuel Y. Tupper, 
presented by N. S. Bartow, C. D. Dunlop 
i W. E. Chapin, reads in part as fol- 
iOWs : ‘ 

“The foundation upon which rested the 
eminent position which he held in the 
South was his gifted mentality and per- 
Sonal charm and an ability to apply effec- 
tively a sound and practical wisdom 
gained first in his father’s agency at 
Charleston, S. C., later as a special agent 
for the Phenix of Brooklyn, subsequently 
as secretary of the South Eastern Tariff 
Association, and finally as the Southern 
Ihanager of the Queen Insurance Com- 
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National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1925 


CAPITALs. PAID TG ysccc hice onic csecccces: cccnscdevccstocccgecass $ 3,000,000.00 
RESERVE FOR ALL LIABILITIES ............2cceeeeeeeeeees 21,371,802.69 
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ROSES ois ovnccrcscassiccscotcosseccctccicccesescdescoseccvsesecece 36,044,151.77 
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S. T. Maxwell, Secretary 
Layton, Vice-President © > Roulet, A: 


R. M. Anderson, Ass’t Sec’y 
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pany at Atlanta, which position he held 
at the time of his death. 

“Mr. Tupper’s outstanding achieve- 
ments may be said to have been his 
diplomatic, brilliant and safe counsel in 
many intricate problems affecting fire 
insurance in the United States. 

“He was a dignified, high-minded and 
courtly gentleman, tolerant and just, con- 
stant and sincere in friendship. Neither 
the snows of pessimism nor the ice of 
cynicism ever touched his heart. No 
vain ambition ever influenced his con- 
duct or opinion; he strove only to give 
simply and directly the best he had as 
his contribution to life. He was beloved 
by his friends and trusted by his ene- 
mies. His name has enriched and hon- 
ored the business of fire insurance.” 

Consideration of the salaried agency 
rule was a special order of the meeting, 
and it is understood that there was con- 
siderable discussion of Rochester and 
other situations closely related to this 
rule, but it does not appear that any 
action was taken at this time. 

From the guarded admission of mem- 
bers it is believed that some of the other 
excess commission territories in the 
Eastern Union field also came in for dis- 
cussion, and it was admitted that there 
was considerable talk on use and occu- 
pancy insurance. ‘ 

Some of the committees had rather 
long reports to offer, as the subjects con- 
sidered were complicated, and it is under- 
stood that a: number of these were or- 
dered printed in the Bulletin, so that 
members of the Eastern Union could 
study them more fully before voting on 
them. 


APPLEBY WINS NOMINATION 


Will Run for Congress From New Jer- 
sey to Succeed His Father, Who 
Died Last Year 

Stewart Appleby, well-known insur- 
ance agent of Asbury Park, N.,J., last 
week carried Ocean and Monmouth 
counties by good majorities, defeating 
Fredetick C. Schneider of New Bruns- 
wick for the Republican Congressional 
nomination in the Third New Jersey 
District by about 2,500 plurality. Ap- 
pleby, with a few districts missing, had 
8,600 votes in Monmouth to 3,729 for 
Schneidef, and 3,192 to 1,826 in Ocean. 

In Middlesex the vote was given to the 
favorite son, Mr. Schneider gathering in 
7,524 votes to 3,776 for Appleby, who 
by his nomination will now run for the 
office formerly filed by his father, T. 
Frank Appleby, who died last year. Mr. 
Appleby’s opponent will be J. Lyle Kin- 
monte, publisher of the Asbury Park 

ress. 











L. Jacobson, Inc., New York City, has 
been chartered at Albany with $20,000 
capital to conduct an insurance agency. 
J. Bregman, Jos Kopelman and Edward 
Siegel, 233 Broadway, Manhattan, are 
the incorporators. 


LOW LOSS ON FILM FIRE 





Splendid Precautions Prevent Serious 
Fire From Spreading at Famous 
Players 
The splendid results of a little-known 
activity of the Motion Picture Producers 
& Distributors of America, the Will H. 
Hays organization, were apparent in San 
Francisco on Thursday, June 11, when a 
serious fire broke out in one of the film 
vaults of the Famous Players Exchange 

at 201 Golden Gate Avenue. 

Almost since the Hays organization 
came into existence, it has had repre- 
sentatives on the road cooperating with 
the local Film Boards of Trade in com- 
bating fire hazards and installing -fire 
drills in all the 800 film exchanges 
throughout the country, whether these 
exchanges were owned by members or 
non-members of the Hays association. 

When this fire was discovered, each 
employee of the exchange went to a 
familiar, appointed place; all film in the 
open was placed in vaults; all money, 
valuable documents and record books 
were taken in hand and the entire ex- 
change group walked quietly to the 
street. Not for several minutes, until 
they heard fire engines approaching, did 
most of the employees know that there 
actually was a fire. They thought they 
were going through one of their cus- 
tomary drills. ’ 

The blaze was severe but the auto- 
matic sprinklers, vault doors and other 
mechanical contrivances worked perfect- 
ly; the employees, thanks to the pre- 
cautions taught by the Hays organiza- 
tion, did their duty splendidly, and the 
fire was confined to one vault, with no 
casualties or serious injuries and a loss 
only of stored film. 





DERONGE’ LEAVES HARTFORD 

The name of Louis O. deRonge’ will 
be missed from the editorial masthead of 
the June issue of The Hartford Agent, 
the agency magazine published by the 
Hartford Fire. Mr. deRonge’ has left 
the Hartford’s advertising staff to enter 
the agency field. 

In a farewell luncheon given Mr. de- 
Ronge’, his associates expressed to him 
the belief that he has every prospect of 
success with the Hartford, a thorough 
study of the principles of insurance sales- 
manship and the diversity of coverage 
has been essential, making a splendid 
groundwork for his future activities.. In 
addition, Mr. deRonge’ has been selling 
insurance on a part time basis. 


+. 


WARRENSBURG AGENT KILLED 

William L. Lillibridge, a well-known 
local agent at Warrensburg, N. Y., was 
accidentally killed last week when a tree 
fell. upon him while he was fishing. He 
was thirty-two years old. 





C. T. Hubbard Talks To 
Washington Agents 


BOOSTS WINDSTORM INSURANCE 


Says Fundamental Changes on This 
Earth and On Sun Are Causing 


Heavier Windstorms 


Clarence T. Hubbard, assistant secre- 
tary of the Automobile of Hartford, ad- 
dressed the Insurance Society of Wash- 
ington, on June 17. The largest attend- 
ance of the year was present, numbering 
forty-eight. J. T. Jones, manager of the 
Washington branch of the Aetna Affili- 
ated companies, is president of the So- 
ciety. Among the guests present were 
James L. Madden, insurance manager of 
the U. S. Chamber of Commerce; Thos. 
M. Baldwin, Jr., Supt. of Insurance of 
the District of Columbia, and Norman E. 
Ellsworth, president of the Life Under- 
writers of the District of Columbia. 

Mr. Hubbard was introduced as an 
official of the Automobile, as president of 
the Hartford Advertising Club, and as 
one of the: winners of the recent auto- 
mobile accident prevention contest con- 
ducted by the Independence Indemnity. 
His talk was entitled—“Something About 
the Fire and Marine Side Lines.” 

“You have seen ‘idea’ salesmanship ap- 
plied to the development of life insur- 
ance, which today is not sold for mere 
protection alone but on the ‘idea’ that 
it will guarantee an education of a son 
through college, etc.” said Mr. Hubbard. 
“Casualty insurance is sold on the ‘idea’ 
basis of stabilizing credit and prevent- 
ing an interruption of a financial pro- 
gram. Fire and marine insurance, too, 
can be sold on the ‘idea’ basis, and the 
side lines are producing this needed me- 
thod of selling. Salesmanship has not 
been sufficiently cultivated in the push- 
ing of the allied fire and marine lines, 
and the fire and marine companies are 
facing a new era in this direction.” 

Explains Side Lines 

Then illustrating this. thought Mr. 
Hubbard outlined in detail the standard 
side lines, such as windstorm insurance, 
also the blanket mortgage interest wind- 
storm policy; property damage from air- 
plane insurance for property owners; 
the laundry bundle cover; the deferred 
payment policy; the earthquake, explo- 
sion, use and occupancy, and rental value 
covers. 

Speaking of windstorm insurance, Mr. 
Hubbard informed the members present 
that the damage from windstorms last 
year was $9,000,000 greater than the dam- 
age from tornadoes. Mr. Hubbard an- 
nounced that in 1924 nearly $9,000 in 
windstorm premiums were written in the 
District of Columbia alone. His conten- 
tion was expressed in these words: 

“Due to the present sun spots whicl- 
are some sixty and seventy thousand 
miles in width, there is an uneven tem- 
perature being distributed over the earth, 
and this uneven temperature produces 
violent atmospherical conditions due to 
the clashing of temperate and intemper- 
ate winds. These spots will be in ex- 
istence for three or four years more. 
In addition the reduction of our forests 
has lessened the moisture retained on 
the earth’s surface, and all of these 
things tend to produce changes in our 
atmosphere. Windstorms have been 
increasing during the past two or three 
years and particularly in Eastern and 
Southern sections.” 

At the conclusion of the meeting, Mr. 
Hubbard entertained those present with 
sleight of hand tricks, illustrating some 
of the sales points he presented. 
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Penn. Agents Aroused 
At Cut-Rate Writing 


SAY THEIR BUSINESS 





IS HIT 





Charge Certain Companies With Par- 
ticipating in Direct Writing and 
Reinsurance 





Pennsylvania fire insurance agents are 
incensed at the action of certain fire 
companies reinsuring the direct business 
of other insurers doing business at cut 
rates. Agents of board companies, who 
use the rates of the Underwriters As- 
sociation of the Middle Department, are 
feeling the effects of this non-board 
competition and are now carrying on 
their’ fight through the Pennsylvania 
Association of Insurance Agents. 


In the June issue of “The Pennsyl- 
vanian,” the official organ of the asso- 
ciation, there is a special section devoted 
to cut-rate competition and its effects. 
These agents feel that fire insurance is 
a non-competitive business as far as 
serious rate cuts are concerned, 

With regard to the solution of the cut- 
rate problem the editor of “The Penn- 
sylvanian” offers these suggestions: 

“What is the Solution?: Are we going 
to wait and wait until it is too late and 
the business of the cut-rate companies 
has reached a volume equal in propor- 
tion to that now represented by the 
mutuals, or has become even greater? 
Then it will indeed be a mighty problem 
to solve. 

“We understand that in the State of 
New Jersey a single set of schedules are 
now in force, and that the law requires 
all companies transacting business in that 
State to adhere to the same schedule 
on the same risks. We admit that we 
are not entirely familiar with the situa- 
tion, nor with the intricate workings 
thereof, but we declare most enthusiasti- 
cally that it sounds mighty good to us. 
The law in Pennsylvania which simply 
requires that all admitted companies sig- 
nify their intention of joining some one 
of several rating bureaus is, of course, 
practically worthless, inasmuch as it ap- 
parently permits any number of rating 
bureaus to be established by any group 
of companies and is thus equivalent to 
outright permission to establish their 
own rate. Once more we lament the ap- 
parent indifierence of our companies to 
this condition, since they themselves 
establish the rating bureau. Just what 
can the agents do? It is all very well 
for Home Office officials to tell us of 
the power of personality when properly 
applied to high pressure salesmanship 
used in holding the line at the higher 
rate. Some of us are really very good 
salesmen and might even qualify for 
the Check Protector class, but that sad 


experience which has so often proven ° 


the best teacher, indicates all too plainly 
that the enormous power of the lesser 
premium has the most brilliant sailes- 
manship beaten to a frazzle. Our rela- 
tives, our neighbors, our fellow club 
men, fellow church men, yes, even our 
dearest friends desert us for this lesser 
premium. It is dumfounding to note 
with what astonishing ease the grocer 
to whom we annually pay a large part of 
our income forgets the business contact 
of years and the principles of reciprocity 
involved and jumps at the’ chance to 
save in insurance premium two or three 
per cent. of the sum which you pay him 
annually. We declare that to date we 
have failed utteriy to discover any power 
which can overcome the lure of saving 
a few dollars upon insurance premium. 
It might almost be declared a. disease 
affecting those of high and low degree 
alike. 


Companies Should Help Agents 


“We will conclude the present argu- 
ment upon this matter with the follow- 
ing thoughts for your consideration: 

“First: The standard stock companies 
must of necessity take a greater. interest 


in this condition as it exists at present. 
They should begin their activities now. 
Let them investigate and prepare them- 
selves and so far forget the greed for 
business as to positively refuse to re- 
insure or in any other way “give aid to 
the enemy” which, by destroying their 
agents, is destroying them. 

“Second: A single schedule of rates 
upon a given risk should be established 
in this State and only one rating bureau 
permitted to operate, the same to be 
under the special supervision of the In- 
surance Department. 

“Third: The. standard stock company 
agent should not be permitted under any 
conditions to represent board and cut- 
rate companies and irregardless of the 
loss of business involved for the moment, 
the board companies should remove 
themselves from the office of any agent 
who insists upon this dual connection. 

“Fourth: The agents should not re- 
quire more of the companies in the way 
of adherence to certain principles than 
they themselves are willing to offer. 
They. should persistently and continuous- 
ly band themselves together for the 
proper. protection of. their means of 
livelihood and should indicate their 
strength, rather than their greed, by 
eliminating from their offices those com- 
panies which refuse to subscribe to the 
fair and just principles of the organiza- 
tion. They must realize sooner or later 
that the temporary loss of business sus- 
tained through the severance of an un- 
desirable connection will be returned to 
them ten-fold if they can but enforce 
right principles. Through their organi- 
zation they should be recognized as a 
power to be given the greatest considera- 
tion in the proper disposition of all mat- 
ters pertaining to the continuance of 
their business.” 


W. E. Chapin, of Fire Association, 
Retires as Manager at Atlanta 
W. E. Chapin of Atlanta, Ga., will re- 

tire July 1 as Southeastern manager of 
the Fire Association, Victory and Re- 
liance, and will be succeeded by R. A. 
Palmer and R. B. Barnett as joint man- 
agers of the department. Both- have 
been assistants to Mr. Chapin for many 
years. Mr. Chapin’s retirement comes 
at his own request after thirty-two 
years with the Fire Association. 
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MADE ASSISTANT SECRETARY 
S. T. Pike, of Financial Dept. of Ameri- 


ca Fore Companies, Succeeds 


H. W. Grindal 


Chairman Ernest Sturm of the Boards 
of Directors announced the appointment 
of Sumner T. Pike as assistant secre- 
tary of the America Fore Companies 
following the directors’ meeting of these 
companies on Thursday, June 18. Mr. 
Pike has been connected with the finan- 
cial department since December, 1923. He 
succeeds in the work of Herbert W 
Grindal, who has resigned as secretary 
of the America’ Fore Companies to gc 
with a New York investment banking 
house. 

Mr. Pike was born in Lubec, Maine 
August 30, 1891. He is a graduate of 
Hebron Academy and Bowdoin College. 
From 1913 to 1917 he was connected with 
Stone & Webster at Boston, Savannah, 
Georgia, and Lowell, Massachusetts. 
During the war he was a captain of Coast 
Artillery and following it with the East- 
ern Texas Electric Company at Beau- 
mont, Texas. ; 

From 1920 to 1922 Mr. Pike was in 
business for himself selling oil well sup- 
plies and equipment. In February, 1923, 
he became assistant to the President ot 
the Amsinck Company which positior 
he left in December of that year to joir 
the financial department of the Ameri- 
can Eagle, Continental, Fidelity-Phenix 
and Farmers insurance companies a‘ 
their New York office. 





TAX HEARING DENIED 


The Supreme Court of Illinois has de- 
nied a rehearing in the million dollar tax 
case against the fire insurance com- 
panies. 


of Paris, France 


of Paris, France. 


“Royal Exchange Assurance” 


Fire and Automobile Lines 


Car & General Insurance Corporation, Limited 


Automobile Liability Insurance 
83 MAIDEN LANE, NEW YORK 


————E 








Beha Moves to Check Pro Rata 
Cancellation Evil by Assured 
In a recent letter to Willis O. Robb 
of the New York Fire Insurance fx. 
change, Superintendent of Insurance 
James A. Beha contends that it is jfle. 
gal and contrary to the conditions of the 
New York standard fire insurance policy 
for fire insurance companies to cancel 
insurance policies on a pro rata basis 
when request for cancellation is made 
by the assured. As a result of this let. 
ter the Exchange has notified its mem- 
bers to discontinue the practice of al- 
lowing assureds to cancel fire policies 
pro rata. 


TWO SECRETARIES RESIGN 

Secretaries E. C. Jalonick and T. R, 
Mansfield of the Republic Insurance 
Company of Dallas, Texas, are resign- 
ing on August 1 to engage in independ- 
ent. work. Special Agents H. H. Gagg- 
ney and G. R. James will be brought 
to the home office to succeed the retir- 
ing secretaries. G. W. Jalonick is chair- 
man of the board of the Republic and 
I. Jalonick president of the company, 





STAMFORD AGENTS ASS’N. 

Local agents at Stamford, Conn., have 
organized the Stamford Association of 
Insurance Agents with the following off- 
cers: Frank T. Slavin, president; Melvin 
A. Taff, vice-president; William Jessup, 
treasurer; Lester C. Bishop, Herman J, 
Weissman, Agnes C, Fitzmaurice, Alvin 
J. Toms and James A. Milligan, directors, 





NEW PRINTING PLANT 
The Travelers will soon start building 
operations on a five-story printing shop, 
up-to-date in every detail. The estt- 
mated cost is $500,000. 
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EAGLE STAR & BRITISH DOMINIONS INSURANCE COMPANY, Ltd. 


of London, England 


FRED S. JAMES & CO. 


UNITED STATES MANAGERS 


123 William Street 
New York, N. Y. 


Let us help you increase the premiums at your agency. Send for our new 
leaflets on Income Insurance, Use and Occupancy Insurance and Explanation 
of the Coinsurance Clause. 
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Hyde’s Reappointment 
Causes No Concern 


PEACEFUL FUTURE EXPECTED 





Missouri Insurance Commissioner Now 
Considered to Be Less Antagonistic 
to Companies 





The reappointment of Superintendent 
Ben C. -Hyde of Missouri is expected to 
have a stabilizing effect on insurance con- 
ditions in Missouri. It removes the anxiety 


‘and uncertainty as to who the new super- 


intendent might be and what tactics he 
might pursue. The rate litigation with 
the stock companies has now reached its 
fnal stage, having been argued in the 
Missouri Supreme Court several weeks 
ago, and when that tribunal hands down 
its decision ‘it is expected that the insur- 
ance business in the state will swing along 
in'a straight, smooth course. 

Superintendent Hyde was first appointed 
by his brother, Former Governor Arthur 
M. Hyde, in September, 1921, and has 
been on the job since that time. Within 
a few weeks after he had been in office 
Superintendent Hyde issued his first rate 
reduction order, but when the companies 
sought a court injunction to restrain him 
from putting the order into effect it was 
withdrawn. 

Then in November, 1922, came his second 
rate-reduction order of 10 per cent on 
fire, tornado, hail and lightning insurance 
rates. It is that case which is now pend- 
ing before the Supreme Court. Circuit 
Judge Henry J. Westhues of the Cole 
County Court at Jefferson City acting 
upon the recommendations of Special Com- 
missioner John I. Williamson ruled in 
favor of the companies, and set aside 
Hyde’s order. The Superintendent then 
appealed to the higher court. 

Subsequently to his order of November, 
1922, Commissioner Hyde later issued two 
other reduction orders, both for 15 per 
cent. Both have been tied up by injunc- 


-tion proceedings and as a result of the 


third order Superintendent Hyde is now 
facing contempt of court proceedings with 
a fine of $100 per day that has been ac- 
cumulating since December 24, 1923. 
However, it is doubtful that Judge West- 
hues who assessed the penalty will in- 
sist on full payment if the Supreme Court 
sustains his action. 


Reciprocal Fight Near End 

The fight of the reciprocals to get into 
Massachusetts and other Eastern States 
has also reached that stage where it is 
probable that Superintendent Hyde will 
not be called upon to take drastic actions 
on behalf of that branch of the Missouri 
insurance world. As is known a special 
committee of the Massachusetts legisla- 
ture considered the question of reciprocals 
and rules for their entrance into the Bay 
State will-be formulated which will prob- 
ably be adopted by other Eastern States, 
thus removing the entire ‘question from 


_ litigation and conflict. It will then be up 


to the Missouri reciprocals to either com- 
ply with such rules: and regulations or 
stay out. And Superintendent Hyde will 
be relieved of the necessity of making 
a fight against stock companies on their 
behalf. : . 

One prominent Missouri insurance man 
in discussing Superintendent Hyde’s. re- 
appointment expressed the opinion that 
whereas his first term was marked by 
litigation; his next four will be peaceful 
and that he will seek to accomplish through 
conference and compromise some of the 
things that he failed to obtain by legal 
battles. 

“Hyde is not a bad fellow at heart,” he 
said. “He had his own ideas of how the 
companies should do business, but I be- 
lieve during his administration he has 
learned much. I feel that we will- get 
along very nicely with him in the next 
four years. Because of his experience he 
should make an excellent superintendent 
during his next term.” 

The rank and file of the 
agents are glad that Hyde has been re- 
appointed, as they regard him as their 
friend. 


Missouri . 





Virginia Agents in 


Annual Convention 


BUTTON BACKS _ PRINCIPLES 
Walford Elected President; Membership 
Now 279; Compulsory Auto Liability 
Bill Opposed 


. Portsmouth,- Va., June 23.—Commis- 
sioner Joseph Button is in heafty sym- 
pathy with the principle enunciated in 
the Milwaukee resolution as well as 
other principles laid down by the Na- 
tional Association of Insurance Agents, 
he told members of the Virginia Associa- 
tion in twenty-séventh annual session at 
Newport News this week. The consti- 
tution of the state body was amended so 
as to incorporate these principles in it. 

Commissioner Button also touched 
upon the commission question asserting 
as his belief that action taken by the 
S. E. U. A. in placing agents in its ter- 
ritory on a twenty per cent flat basis 
will prove an entering wedge that. will 
ma‘e for uniform commissions through- 
out the country. 2 

Five bank agency cases were investi- 
gated during the year, Colonel E. E. 
Goodwyn, chairman of the conference 





committee, reported. Four of these have 
been cleared and satisfactory results as 
to the other are expected shortly. 

President Louis T. Dobie, in his an- 
nual report, urged the agents to oppose 
actively any legislation that might be 
proposed at the next session of the Gen- 
eral Assembly looking to enactment of 
a compulsory automobile insurance law. 
In his opinion such legislation would be 
a serious mistake. Secretary-treasurer 
F. I. Blanton-reported a total enrollment 
of 279 members. Thirty new members 
were added during the year and eighteen 
dropped. 

Officers for the ensuing year were 
elected as follows: 

C. P. Walford, Jr., Richmond, presi- 
dent; C. G. Price, Harrisonburg, first 
vice-president; J. E. West, Suffolk, 
second vice-president; F. S. Blanton, 
Farmville, secretary-treasurer; New 
Committee Chairmen are John E. Over- 
bey, Danville, executive; E. E. Good- 
wyn, Emporia, lgeislative; E. W. Kelly, 
Bristol, membership; L. T. Dobie, Nor- 
folk, conference; H. B. Gray, Roanoke, 
conservation. 

Past presidents of the association got 
together at a luncheon, banding them- 
selves into an association which ' will 
serve as an adjunct of the main body. 
They plan to lunch together at each an- 
nual meeting hereafter. 








J. Campbell Haywood 
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Ohio Agents Endorse Milwaukee 
Platform; Bundenthal President 
The Ohio agents, at their annual con 

vention last week at Toledo, went on 

record as endorsing the Milwaukee reso- 
lution when they unanimously adopted 
the report of the declaration committee 
providing that the constitution of the 
Ohio Association be altered to include 
the Milwaukee platform. E. J. Bunden- 
thal of Dayton was elected president of 
the association and W. J. Beggs, Cleve- 
land, was elected vice-president and 
chairman of the legislative committee. 

John Ankenbauer, Cincinnati, and L. L. 

Chapman, Toledo, were re-elected mem- 

bers of the executive committee. 





The Philadelphia Fire Underwriters’ 
Association has announced the change of 
the Philadelphia agency of the Abeille 
Fire from the office of S. George Levi 
& Co., to the Philadelphia General In- 
surance Agency, Inc. 











regarding— 





ERNEST STURM 
Chairman of the Board 
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Before any of your clients start out on a 


A MOTOR TRIP— 


whether for business or pleasure 


demands protection 


trip, 


AUTOMOBILE INSURANCE 


Is Your Car Insured Against Fire? 
An upset may start it a-blazing or a defective ignition may unleash 
the flames that will set it afire with its supply of gasoline and _ oil. 

Is Your Car Protected Against Theft? 


Cars valued at over $100,000,000 are stolen annually. 


Theft Insurance in the American Eagle will free your clients from 
all worry. ~ 


TOURIST FLOATER INSURANCE 


Are Your Personal Effects and Baggage Insured? 


Our policies cover loss or damage due to fire, lightning, cyclone, 


tornado, flood, navigation and transportation hazards, theft, pilferage 
and larceny. 


The perils of traveling are so numerous now that these coverages can be sold 
without difficulty by the wide-awake_agent. 


Ask the American Eagle “Special” 


AMERICAN EAGLE 


FIRE INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK.N.Y. 


CASH CAPITAL ‘ONE MILLION DOLLARS 


NEW YORK -~ CHICAGO ~- SAN FRANCISCO 


ss 


ask them 


these questions 


Automobile 





PAUL L. HAID 
President 
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C. H. Biddle Comments 
On Agents’ Problems 


SEES LACK OF COURAGE SHOWN 


Former President of Pennsylvania Ass’n. 
Gives His Reactions to National 
Ass’n. Controversy 


Charles H. Biddle, of Wilkes- Barre, 
Pa., one of the leading local agents in 
the state, and former president of the 
Pennsylvania Association of Insurance 
Agents, has written Tue Eastern UnpeEr- 
WRITER with reference to his views of the 
controversy between the National Asso- 
ciation of Insurance Agents and the 
Firemen’s of Newark and the North- 
western National. He holds the opinions 
that local agents lack the real courage 
to act when their interests are threat- 
ened and also that some companies are 
so intent for business that they will 
persistently refuse to listen to sugges- 
tions from local agents. Following is Mr. 
Biddle’s interesting letter : 

“For som¢ time past I have been read- 
ing with interest the comments of the 
insurance press at large upon the fight 
of the agents against the attitude of 
certain companies toward the long es- 
tablished principles of our Association. 
I have naturally noticed with keen re- 
gret that something seemed to be lead- 
ing the press slowly away from the sup- 
port which they have given the Agents’ 
Association in the past and it appears 
now to me that many of the professed 
friends of the agents and their organiza- 
tion were only fair weather friends, in- 
asmuch as the slightest show of action 
appears to have become offensive to our 
critics. 

“However, it hardly seems that it will 
become necessary. for the editors to 
sit en banc in judgment of the agents’ 
frightfully warlike attitude because there 
is really nothing:to fear. I will let you 
into a secret which I have discovered 
during my intimate Connection with the 
association during the past two years. 
It is this: The agents seem almost en- 
tirely lacking in backbone, and thorough- 
ly subject to fear of consequences should 
they. so much as hold up their heads in 
defiance of those ancient laws laid down 
by the original insurers, and still ad- 
hered to by some even in this day of 
enlightenment. 


Where Might Is Right 

“That MIGHT has always made 
RIGHT is the sincere belief of some 
companies, and we hardly expect them 
to change their lofty attitude upon the 
frantic appeal of a few agents. If our 
Association was made up of men gifted 
with true inspiration, who believed in 
battling for the elemental principles at 
least of our organization, who were un- 
afraid to stand by a position taken only 
after the most mature consideration, then 
we would have promptly and without 
the slightest hesitation have eliminated 
several thousand agencies of these of- 
fending companies and not have spent 
eons of time and volumes of words for 
nothing. 

“T would have you know that I per- 
sonally am keenly disappointed in the 
attitude assumed by the Association’s 
officers in this matter, especially after 
the demonstration at Milwaukee. 

“The idea that Louisville has dom- 
inated the Association is laughable. The 
greatest countries protect their own to 
the last individual. After all, the world 
went to war because of the death of one 
man. At least it was an excuse. There- 
fore, should we as an association be 
ashamed to stand up for the principles of 
our organization when they are flagrant- 
ly disregarded in one city? What reason 
have we to believe that the same con- 
dition will not become effective in other 
cities? What are we worth to each 
other as members, or to our organization 
if such gross and deliberately malignant 
violations are not to be condemned? 


Agent Always Slow to Act 


“I appreciate the fact that my per- 
sonal view in this point is of little in- 


terest except possibly to a few friends, 
but my attention has been again called 
to this matter by finding a reprint upon 
my desk this morning, the same being 
the February issue of Tue Eastern Un- 
DERWRITER. After all we could hardly 
hope for complete unity even in_ the 
ranks of the Association. Selfishness is 
everywhere apparent among the agents. 
They dislike cordially to disturb their 
more or less calm existence and the old 
relations with certain companies. It is 
the habit of the insurance agent to sit 
idly by until his toes are violently step- 
ped upon and then to yell madly for 
action upon his own small individual 
behalf, when, of course, there is no ac- 
tion forthcoming since he has failed to 
lend his aid when invited to do so, and 
at a time when the condition of which 
he now complains might have been 
prevented. 

“You have my thought in this matter 








BLUE GOOSE TO MEET 

The New York City Pond of the Blue 
Goose will hold its next meeting June 30 
at 6 P. M. at the Jersey City Elks’ Club, 
Jersey City. Frank A. Gaylord will give 
a talk on Russia, which should be inter- 
esting, as Mr. Gaylord has lived eighteen 
years in that country. Guy L. Hunter, 
the blind entertajner, and a well-known 
orchestra will furnish the musical enter- 
tainment. — 

VIRGINIA F. & M. DIVIDEND 

The Virginia Fire and Marine has de- 
clared the usual semi-annual dividend of 
6 per cent. payable July 1, on a basis of 
$1.50 per share of the par value of $25. 








at any rate, and so far as I am con- 
cerned the companies which have ad- 
hered to the agents’ principles, and for 
which we have keen affection, shall re- 
ceive the benefit of what business I can 
produce.” 
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California or Florida in win- 

ter. Home again in spring. To 
the beach or the mountains in the 
summer. To Europe all seasons. 


Americans are great travelers— 
always on the move. Why not? 
They can afford it. And traveling 
Americans can afford good clothes, 
jewelry, furs and other personal ef- 
fects that travel with them. 

You know what’s coming. 

Baggage Insurance [{Tourist’s 
Personal Effects Floater} 
of course — written on 
the annual basis. Renews 
just as a fire policy does. 

Now is about the season 
when plans are being made for an- 
other “Going Away.” Test out the 
possibilities of travel protection. 


Write any of the offices listed below 
for detailed information. 
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FIREMAN 


INSURANCE, COMPANY 


HEAD OFFICE - SAN FRANCISCO | 


Eastern Department 
10 Post Office Square, Boston 


Atlantic Marine Department - 72 Beaver Street, New York 





Western Department 
76 W. Monroe Street, Chicago 
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JOINS WEATHER DEPT. 


H. B.+Shepard, Timber ee. Goes 
With Automobile in New 
England Tovhery" 

Harold B. ‘Shepard, a timber special 
of wide experience, has been employed 
by the Automobile of Hartford to repre. 
sent the crop and weather department ip 
the New England territory. He wij 
have the title of special agent, and will 
work under the direct supervision of V. 
N. Valgren, manager of the crop and 
weather department. His headquarters 
will be in Boston. 

Mr. Shepard begins his 
career with this appointment. Previ- 
ously he has been engaged as a private 
forester and as a conservation specialist 
associated with the Great Northern 
Paper Company. He has made an ex- 
errs study of the huge cost of forest 
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Thieves Stealing _ 
Imitation Jewelry 

SHIPPED TO UNITED STATES 

Ease With Which Glass “Diamonds” 


Can Be Hidden Leads To Extra 
Hazards on Shipments 


In connection with shipments of 
“chatcns” to the United States from 
Europe, theft risks seem to be rather 
excessive according to information from 
European centers. Chatons, as is well 
known, are ground stones of glass, 
manufactured in Czechoslovakia and 
used as paste diamonds in the manu- 
facture of imitation jewelry, their value 
being comparatively high on account of 
the work done in finishing them. The 
fact that there is a brisk demand for 
the stones in America is an extra in- 
ducement for thieving, especially as it is 
easy for the thieves to hide the stones 
in their clothes. Frequently, however, 
even whole cases will disappear. Es- 
pecially bad has been the experience 
with regard to shipments to New York. 

All such shipments from the Conti- 
nent are subject to the rates for jewelry, 
and they should accordingly be for- 
warded as parcels with declared value 
with a view to minimize theft risks. That 
some of the shipments, upon arrival at 
destination, . should nevertheless be 
shown to have been pilfered has prob- 
ably to be accounted for by their having 
been tampered with while passing 
through the customs. In the case of 
such risks, therefore, the surveys should 
invariably be held at the customhouse 
itself, and if theft or pilferage is shown, 
a thorough investigation should be in- 
stituted by the customs authorities with 
the co-operation of the average agent. 
In no event should jewelry, precious 
or semi-precious stones, etc., be for- 
warded as ordinary parcels, since this 
method would afford no protection what- 
ever against theft. On goods shipped 
under a bill of lading, at least a per- 
centage of the value should be declared. 
Goods sent to the United States by par- 
cel post can only be registered, and such 
parcels, according to the rules of the 
American customs authorities, shall not 
be sealed up. Of course, parcels with 
a declaration of value may be sent to 
the United States, but they are shipped 
by private forwarding agents commis- 
sioned by the postal-authorities, and in 
such cases a very long travel has to be 
figured with. At any rate, it is pre- 
ferable to send such articles by regis- 
tered letter, and in doing so great stress 
should be laid on making the inner wrap- 
ping as strong as possible, in view of 
the rough handling such shipments have 
to withstand in the postal service. 


BIG AGENCY INCORPORATES 
The Willard S. Brown & Co. agency, 





‘is being incorporated. The officers are 


to include Willard S. Brown, president; 
John E. Peace, vice-president; Edward 
L. Bauer, secretary; Edward H. Gill- 
Man, assistant secretary, and Louis B. 
Jeffers, assistant secretary. James Mar- 
shall is retiring from the firm of Wil- 
lard S. Brown & Co., in order to devote 
his entire time to the interests of the 
Northern of New York, with which com- 
pany he has been connected right along. 


MAKES RECORD THROW 
Miss Dorothy Shorter, an-employee of 
the American, of Newark, broke The 
Newark Insurance and Banking Athletic 
eague record for the baseball throw 
at the annual meet on June 20. The 
tecord was formerly held by Hazel Kirk, 
the famous athlete of The ’ Prudential 
Life, with a throw of 189 feet 8 inches, 
Whereas Miss-Shortet made-a throw’ of 
l feet 4 inches. 
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Virginia Agents to Cooperate 

For Fire Prevention Movement 

Another. meeting of a tentative organ- 
ization formed recently in the offices of 
the Virginia Bureau. of Insurance with 
a view of co-ordinating fire prevention 
agencies in the State, will probably be 
held some time in July, it is stated. 
Courtney W. Harris, an attache of the 
Insurance Bureau, was elected tempor- 
ary chairman of the organization. 

Others affiliated with it are: George 
Goodridge, president of the Virginia 
Field Club; George E. Jennings, chair- 
man of the Virginia Advisory Commit- 
tee; E. Wright Spencer, manager of 
the Virginia Inspection and Rating Bu- 
reau, and. Charles P. Walford, Jr., chair- 
man of the executive committee of the 
Virginia Association of Insurance 
Agents. 

At the next meeting, it is anticipated 
that a permanent organization will be 
perfected. 


An Auto Adjustment 


(Continued from page 19) 
belonging to him except under certain 
conditions in accordance with recent de- 
cisions rendered in “guest cases.” The 
automobile public liability policy was 
never intended to cover such a hazard. 
It is evident that the object of such cov- 
erage is to safeguard the assured when 
he is sued by some outside person who 
is not a mother, father, sister, brother, 
mother-in-law, father-in-law, ‘sister-in- 
law, or brother-in-law and other blood 
relatives, who have been injured as a 
result of the operation of his car. Under 
no stretch of thé imagination was it in- 
tended to give personal accident protec- 
tion to the assured or his wife. If his 
wife desires to receive an income due 
to loss of time through accidents, she 
should carry a personal accident insur- 
ance policy like her husband, who re- 
ceived $200 a week during the period he 
was in the hospital. 

The moral of this story is to show you 
that the provisions of the policy contract 
require the assured to give prompt no- 
tice of all accidents regardless of whether 
they are large or small. The insurance 
company has the right to disclaim lia- 
bility if an assured gives belated notice. 
What follows gives you an idea why it 
is of such great importance to imme- 
diately notify the insurance company or 
its agent of every accident. 

Adjuster Gets Busy 

Scene now changes to a telephone 
booth in a drug store. The following 
conversation between the agent and the 
adjuster is reproduced: 

Agent: Is this Morningside 5477? I 
want to tatk to Mr. Adjuster. 

















59-61 Maiden Lane, New York 


Metropolitan Agent 
Automobile Dept. 


The Home Insurance Co., New York 
Maryland Casualty Company 








Phone: John 1363 














Agent: I want to report an accident 
which occurred to my client, Mr. As- 
sured, at 11:45 P. M. at the corner of 
88th Street and Broadway. Eight peo- 
ple sustained personal injuries, consid- 
erable property belonging to the drug 
store is a total wreck and the car, I be- 
lieve, is beyond repair. I think you had 
better jump in a taxi and see the injured 
persons before an “ambulance chaser” 
gets to them. 


Adjuster: Do you realize that this is 
A. M.? 


Agent: But this is such an unusual 
case that I think it is advisable for you 
to get on the job at once. 

Adjuster: All right, Pll first run over 
to the drug store and then I'll try to get 
over to the hospital. Have you the 
names of any witnesses? 

Agent: Yes, sir. Mr. Sminsky of 155 
West 25th Street, and Mr. Maxwell For- 
don of 220 Broadway, New York City. 
I will send you a detailed report today. 

This adjuster happened to be a man 
who is thoroughly familiar with the 
proper procedure to follow in investigat- 
ing an accident of this kind. He checks 
the factory number and description of 
the car and for what purpose it-was used 
at the time of the collision. He makes 
it his business to obtain written state- 
ments from all witnesses and gets a com- 
plete hospital and police blotter record 
of the accident. He, of course, tries to 
estimate the financial loss as well as 
pain, suffering and disfigurement to the 
injured persons. Besides all this, it is 
his desire to settle the claims at once 
because he visualizes what twelve men 
will do at some future date when these 
injured persons sue for personal injuries 
sustained due to the negligence of the 
assured. 

As an experienced claim adjuster, thor- 
oughly familiar with the law of liability, 
he knows that it is not advisable to fight 
even groundless claims, and he attempts 
to settle these personal injury claims at 
once for a reasonable amount, rather 
than permit the case to get in the hands 
of an attorney who will invariably sue 
and obtain ten to twenty times as much 
as the adjuster could have settled direct 
for with the injured persons. More than 
90% of these personal injury cases show 


Adjuster: Yes, this is Mr. Adjuster that injured people sue for more than 
taiking. $25.000 and the daily press shows that 











APPLETON & COX, Inc. 


1 South William Street, New York 
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United States Merchants & Shippers Insurance Co., New York 
i Admitted Assets, $4,678,186.54 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $6,691,491.37 








Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,343,699.05 
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juries are awarding excessive verdicts in 
these cases. Then again, insurance com- 
panies have learned from experience that 
there are always two sides to every ques- 
tion, and even if they have witnesses 
available who will corroborate assured, 
even then it is best to get rid of the case 
for a small amount. Having all this in 
mind, the adjuster tried to interview the 
injured people at the hospital the follow- 
ing dav. 


Interviewing the Injured 


Scene at St. Luke’s Hospital 113th 
Street and Amsterdam Avenue. The 
first person interviewed by the adjuster 
is Mr. Mintz. 

Adjuster: Mr. Mintz, I represent the 
Blank Insurance Company. Our assured’s 
car is responsible for your injury and I 
am here for the purpose of settling this 
matter with you right now. 

Mintz: Mr: Adjuster, the doctor tells 
me that I have a broken arm and that 
it will be several weeks before I can use 
it. It is my right arm. 

Adjuster: How much will you lose per 
week? 

Mintz: About $250 a week, and 
then I will have to pay these hospital 
expenses. 

Adjuster: I! will tell you what I will 
do. I will pay the hospital expenses and 
I will give you $1,000 if you will sign 
this release. 

Mintz: I don’t know. I think I will 
see my lawyer. I notice that juries are 
giving high verdicts. 

Adjuster: That may be so, Mr. Mintz, 
in some instances, but even if you do sue 
for $20,000 there is no guarantee that a 
jury will give you even as much as I am 
offering now, and then again, you will 
have to pay your attorney a large share 
of the settlement. Of course, you are 
familiar with the fact that insurance 
companies have efficient and well trained 
legal departments who are in a position 
to successfully appeal excessive judg- 
ments rendered by juries, and I do not 
know whether you are aware of the fact, 
but it may be five, ten, or fifteen years 
before you see a cent of the money, but 
if you accept my offer, you immediately 
get $1,000, and we pay all your hospital 
expenses. 

Mintz: All right, I'll accept your offer, 
but I want to talk this over with a friend 
of mine. 

Adjuster: My offer on this proposition 
will be open to you for the next forty- 
eight hours. I will be here to see you 
at the time and have a draft ready for 
the amount that we agreed upon. 

In the same way Mr. Adjuster settles 
with Mr. Jones, a guest of assured, for 
$500, and Mr. Smith for $1,000, whose 
right hip had been fractured; he settles 
with Mr. O’Shea, whose skull had been 
fractured, for $1,500. Mr. O’Brien. whc 
has lost the sight of his right eye, refuses 
to accept any settlement, and Miss Agnes 
McCarthy, whose face had been badly 
scarred and her left leg broken, abso- 
lutely has nothing to do with the ad-_ 
juster. The adjuster pays various sur- 
geons ; 

The assuréd, because he is carrying a 
personal accident policy, is receiving 
$400 a week throughout the period 
that he is in the hospital in additiom te 
surgical fees and hospital expenses...His 
wife, not having any insurance and not 
being able to. successfully start action 
against her husband, gets nothing. 
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Contract Bond Rates 
Declared Adequate 


NEED HIGHER FIDELITY RATES 


Underwriter Believes If More Care Is 
Used In Selection Losses Can 
Be Kept Down 


An underwriter, giving his views as 
to the reported inadequacy of fidelity 
and surety bond rates in taking care of 
mounting losses, stated to a representa- 


tive of The Eastern Underwriter this - 


week, that while he agreed with those 
advocating increases in fidelity rates, 
he certainly saw no reason for increas- 
ing construction contract bond rates. He 
said that construction contract bonds, 
properly underwritten, maintaining the 
safeguards and following the business 
practices experience has shown are 
necessary, will rarely if ever show a loss. 

He stated: “If the contract price is 
ample; if the contractor is experienced; 
if the contractor has sufficient assets 
to carry him along between payments; 
if the payments are made in cash; if 
the retention by the obligee is sufficient, 
depending upon the character of the 
work to be performed; if the moral haz- 
ard of the contractor bonded is satis- 
factory and if the contractor is prevent- 
ed from taking on more work than his 
plant, organization and capital can safely 
handle; then the failure of contractor 
to perform his work can only be at- 
tributed to unforseen conditions aris- 
ing beyond the power of the surety 
to control. 

“The present rate for such bonds 
takes into consideration, as far as hu- 
manly possible, such possible losses, in 
an effort to make the premiums carry the 
business, but when, due to carelessness 
or ignorance, one or more of the basic 
principles of proper underwriting are 
violated, the resulting loss cannot be 
blamed upon the inadequacy of the 
rate. 

“So much for construction contract 
bonds. Now, as to fidelity bonds. This 
line more closely approximates insur- 
ance than any other line of activity 
of the surety companies. The risk is a 
moral risk primarily, and there are cer- 
tain classifications of this business which 
are inherently hazardous and by the ma- 
jority of companies are avoided. 

“However, eliminating these lines, 
changed conditions of living, the unfor- 
tunate modern urge to ‘get rich quick’ 
with the resultant moral weakening as 
to the methods to be pursued, have 
brought about an era of unrest, dissatis- 
faction with environment that is re- 
flecting itself upon the books of the 
surety companies in increasing fidelity 
losses. By tightening up the lines of 
underwriting this development can only 
partly be offset. An increased rate 
based upon experience in the various 
lines of fidelity suretyship is apparently 
the only real method of adjustment.” 


FAVORS INCREASED BENEFITS 

W. L. Devaney, a Norfolk lawyer, who 
is running for the Virginia legislature, 
says that if he is elected he will en- 
deavor to have the workmen’s compen- 
sation act amended increasing the maxi- 
mum weekly compensation from $12 to 
$18, and tga oge the minimum from 
$6. to $12. He will also endeavor, he 
says, to have the waiting period cut from 
ten to seven days. 





Sees Greater Exports 
From Credit Insurance 


BRITISH FEDERATION’S VIEW 


Report Received by U. S. Chamber of 
Commerce Deals With Recommen- 
dations of English Industries 


A report recently received by the In- 
surance department of the United States 
Chamber of Commerce from the State 
Department of the Federal Government, 
deals with the action taken by the Fed- 
eration of British Industries on the sub- 
ject of credit insurance. The report 
was prepared by Alfred Nutting, clerk in 
the American Consulate-General in Lon- 
don, and approved by the American 
Consul General. 

In its report the Federation of British 
Industries states that it is generally ac- 
cepted that a greatly increased volume 
of exports could be done, provided cred- 
its could be granted more freely to the 
foreign buyer. 

“Credit insurance,” the report contin- 
ues, “must be regarded not so much as 
a question of insurance against event- 
ual loss’ from bad debts, but as a pos- 
sible means of obtaining greater finan- 
cial facilities in dealing with business 
which involves no more than a normal 
trading risk. The problem involved is 
two-fold: (1) That of placing com- 
panies insuring credits in such a posi- 
tion that they should be able greatly 
to extend their operations; (2) The 
problem of providing policies of such a 
nature that it will facilitate the discount- 
ing of bills or advances to the manu- 
tacturer or exporter against the insur- 
ance policy. 

“As regards the expansion of opera- 
tions of insurance companies, the prob- 
lem here is that of the catastrophe risk 
—that is, the risk of loss occasioned by 
catastrophe, such as war, revolution, or 
other disaster which simultaneously af- 
fects the solvency of a very large num- 
ber of firms in one or more countries. 
That risk can only be reinsured as ex- 
cess risk, and that the excess loss should 
be the subject of special reinsurance to 
be undertaken by the Government.” 

Value to Government 

The reasons for suggesting that the 
Government should assume such a re- 
insurance risk are as follows: ‘“(1) The 
risk itself, as far as experience goes, 
should be extremely small; (2) By en- 


abling the volume of credit insurance to’ 


be greatly increased, the Government 
would also enable the volume of ex- 
port trade to be increased, and this 
would benefit the Government in four 
ways: (a) Directly through an improve- 
ment in its revenue; (b)_ indirectly 
through a reduction of expenditure on 
unemployment relief; (c) the ultimate 
result is an’ improvement in the trade 
balance of the country through strength- 
ening the exchange position of sterl- 
ing; (d) through gradually relieving the 
Government of the responsibility “and 
difficulty involved in operating the ex- 
isting exports credit scheme.” 

The Federation realizes that if the 
Government is to assume a responsibil- 


ity of this nature, involving a possible, . 


though remote, expenditure of public 
money in certain contingencies, they 
could not be expected to assume it ex- 
cept: (1) For insurance companies as 
to whose organization, standing and ef- 
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spect 
origin. 

In connection with the provision of 
greater financial facilities, the F. B. I 
considers that to facilitate the discount- 
ing of bills or advances to the exporter 
on the security of the policy, two points 
in particular must be met—(1) The 
policy should not be invalidated owing 
to the giving of false information by 
the assured or the suppression by him 
of information which should have been 
given; (2) The policy should provide 
for payment of loss immediately on 
failure of the customer to meet the 
obligation on the due date. 

The Federation attaches the greatest 
importance to a single and simple policy 
of this nature, as it would greatly fa- 
cilitate business for the smaller manu- 
facturer and exporter, and would con- 
sequently be preferable to any more 
elaborate procedure. 

It appears to the Federation that there 
would be considerable difference be- 
tween the two classes of credit to be 
insured. The first would consist of re- 
latively short-term credits up to, say, 
a maximum of six.months. In regard 
to these credits, they believe that a suit- 
able system of insurance should help 
and enable financial facilities for the ex- 
porter to be substantially increased. 

The second class consists of the longer 
term credits for one year, two years, 
or even three years, so frequently re- 
quired by the purchasers of capital 
goods such as power plant, machinery, 
railway rolling . stock, road transport 
plant, agricultural machinery, milling 
plant, etc. 

The export of these latter classes of 
goods is particularly important, since 
not only do they bring direct immedi- 
ate orders to this country, and partic- 
ularly to those trades which are at the 
moment suffering most severely fron: 
under-employment, but they frequently 
lead to a valuable trade \in repairs, re- 
placements and extensions. Apart. from 
this point these goods would tend di- 
rectly to develop production in the coun- 
tries to which they are sent, thus im- 
proving the buying capacity of those 
countries and developing them as fu- 
ture markets for British trade. 

hile an assurance system such as 
has been outlined above would un- 
doubtedly facilitate the granting of these 
longer term credits, it seems possible 
to the Federation that further provi- 
sion of a more financial character may 
be necessary. It proposes, after fur- 
ther consideration, to lay its views on 
this point before His Majesty’s Govern- 


of goods of United Kingdom 


ficiency they were satisfied; (2) in re- ment at a later date. 


JOINS HARTFORD ACCIDENT 





J.D. Maddrill Appointed Actuary; Long 
Engaged in Statistical Work; 
Member of Many Societies 

J. D. Maddrill has been appointed ac. 
tuary of the Hartford Accident & Indem. . 
nity. Mr. Maddrill was at one time in 
charge of the International Latitude Ob- 
servatory at Ukiah, California, and later 
was instructor of actuarial mathematics 
at the University of California. For sey- 
eral years he did special actuarial work 
for the Travelers Insurance Company. At 
another time he was with Federal Civil 
Service Retirement legislation, War Risk 
Bureau and Federal Rehabilitation Service 
doing actuarial work. 

Before coming to the Hartford, Mr, 
Maddrill held the position of acturay with 
the. Pennsylvania Manufacturers’ Associa- 
tion of Philadelphia. He is a member of 
the Board of + Actuaries of the United 
States Civil Service Retirement Fund. 

Mr. Maddrill is a fellow of the Casualty 
Actuarial Society and is a member of 
the International Congress of Actuaries, 
the National Association of Cost Account- 
ants and numerous other scientific organi- 
zations. He received his education at the 
University of California where he gradu- 
ated with degress of A.B. and Ph.D. 





A. & H. PREMIUMS LEAD 


Amounted to $133,000,000 in 1924; Nearest 

Competitor Was Compensation With 

$124,000,000 

The combined accident and _ health 
writings for 1924 by the stock casualty 
companies shows premiums of $133,000,- 
000 for this kind ofprotection and that 
for the first time these premiums are 
leading the field as respects class of bus- 
iness. 

The nearest competitor for the lead 
is compensation with writings of $124,- 
000,000 and third place goes to automo- 
bile liability with $107,000,000 

Fidelity, surety, burglary and plate 
glass combined do not come within %,- 
000,000 of the leading figures. 





POWER PLANT CAMPAIGN 

The Ocean Accident & Guarantee is 
conducting a campaign among its agents 
to familiarize them with power plant in- 
surance. An ingenious plan has been 
worked out in connection with large, 
handsome folders describing the various 
types of insurance essential to the com- 
plete protection of a plant, whereby the 
agents are given problems to work out. 
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Richardson Discusses 
Cost Rule Application 

EFFECT IN OTHER STATES 

Thinks Companies Will Regret Asking 


Public Authorities to Help Enforce 
Their Agreement 





Expressing his views on the exercise 
of pressure by Superintendent James A. 
Beha to force casualty companies to 


agree to the acquisition cost and field 
supervision rules, Frederick Richardson, 
United States sghtty +9 of the General 
Accident says in the “General’s Review,” 


the company’s paper, that the superin- 
tendent, having assumed the task of en- 
forcing the rules, has applied official 
pressure to secure pledges from the 
companies entered in New York State 
to abide by the rules throughout the 
United States. 

Mr. Richardson says, “There are ano- 
malies in the situation. Naturally the 
superintendent’s powers do not extend 
to conipanies not entered in the State 
of New York, nor has he sought to en- 
force commission scales and agency 
rules upon fire insurance companies en- 
tered in the State. However, if a ma- 
jority of the fire insurance offices should 
get together and draw up a similar plan 
he will, by analogy and precedent, be 
compelled to lend his authority to its 
enforcement in the domain of fire and 
inland marine insurance. Until that has 
been done wé are at a disadvantage in 
competition with fire companies for 
automobile property damage and colli- 
sion insurance as they are free to pay 
commissions in excess of those laid 
down in the casualty companies plan. 

“Moreover, unless the Commissioners 
of other States are prepared to follow 
his lead and restrain their domestic 
companies, not entered in New York 
State, from engaging in commission 
competition, a severe strain will be put 
upon the plan. Otherwise companies 
free from the restraint imposed by the 
New York Department will be able to 
raid the business of orthodox companies 
at their own sweet will, As a result 
we shall probably firid other companies 
being formed that, like existing organi- 
zations, will stay out of New York for 
what are considered to be good business 
reasons. : 

“The underwriting experience of 
casualty companies in. New York has 
been so consistently bad for years past 
that the dictates of a sound underwrit- 
ing policy woud make it anything but 
a hardship to leave the State severely 
alone. If there is nothing to be gained 
by opening that particular door then it 
is a reasonable conclusion that the door 
will not be opened. It is uSeless to raise 
the price of admission when people may 
not want to see the show. 


Sees Unfavorable Condition 


It is considerations such as these that 
will be thrust upon the Department 
when they discover in a few years’ time 
that a stagnant condition has been 
brought about. It is’ by no means true 
that the method by which insurance 
business is produced under the old 

erican agency system is so deeply 
Tooted that it will be able to resist for 

time the invasion of othér methods. 
Any student of the business knows full 
well that in the main, old insurance or- 
ganizations ‘are taking care of most of 
the growth in premium volume. There- 
fore, the principle of the limitation of 
agencies makes for narrow and exclu- 
sive representation, 

“Renewals may, on the famous prin- 
ciple of the Nafional Association, belong 

the agents, but the agents belong 
More and more to the companies. 11 
the Commissioners are only to do the 
will of the big, erful organizations 
and to assist in ing the door on new 
companies and new producers, then we 
shall see a situation where this land of 





opportunity will cease to be so any 
longer so far as the insurance business 
is concerned. The question is whether 
that would bea good thing for the pub- 
lic. There are some who believe it 
would. 

“Strange that those who are opposed 
to State monopolies, because they are 
bureaucratic and flack the virtues of 
competitive enterprise, are often them- 
selves the most ardent supporters of 
monopolistic policies. These tend just 
as much toward bureaucraffc control. 
It is the most difficult thing in the world 
to preserve freedom, and because it is 
so difficult it is the thing most to be 
desired. If the companies choose to 
make contracts among themselves for 
the purpose of steadying the insurance 
business they ought to be entitled to 
do so in spite of the Sherman Act, but 
the moment they persuade public autnor- 
ities to help them to enforce their agree- 
ments upon those who do not wish to 
be parties tg such contmacts they are 
taking a step they will live to regret.” 





RATE SCHEDULE REVISION 


Superintendent Beha Permits Revision 
Of Residue Values of Industrial 
Compensation Rating Schedule 


Superintendent of Insurance Beha, 
has granted the revision of Residue (r) 
Values of the Industrial Compensation 
Rating Schedule as applied for by the 
Compensation Inspection Rating Board, 
The revision is made effective as of 
June 1, 1925. 


Superintendent Beha in a letter to 
Leon S. Seniot, manager of the Compen- 
sation Board, states: “It is my under- 
standing that statistical tests of risks ac- 
tually rated by the Board on the basis 
of the present schedule have shown that 
it is in balance except for a deficiency 
due to the fact that credits are allowed 
for the Safety Organizations, First Aid 
and Hospital items, but debts are not 
imposed for the absence of the standard 
requirements under these items. 


“The Actuarial Committee of the Board in its 
review of manual rates’ and the merit rating 
plans tc be effective June 1, 1924, recommended 
that the Schedule Rating Committee make @ 
study of these so-called ‘morale’ items of the 
schedule with a view to formulating a method 
by which the Schedule Rating Plan would be 
brought into balance ‘in conformity with the 
theory underlying the existing plan.’ It is gen- 
erally admitted that the schedule should be in 
balance and manual rates are predicated upon 
this assumption. The question then becomes 
one of method, F P 

“Tune proposal made in connection with the 
revision of rates effective January 1, 1925, was, 
in effect, to produce a balance of the schedule 
by increasing the (r) values by using a flat 
factor. 

“You have stated 
credit under the ‘morale’ items was found to 
vary widely by classifi depending upon 
the particular industry’s interest in safety wel- 
fare work and that, therefore, a more equit- 
oble method of revising (r) values would be to 
assess each classification in accordance with 
what this classification and the group to which 
it belongs is shown to have earned under the 
‘morale’ items. It is not neccessary to go into 
the formula adopted to make this adjustment. 
Suffice to say that in accordance with tests 
made o1 risks actually rated as shown by the 
summary filed with your application, it is ex- 
pected that the revised (r) values would pro- 
duce resulting credits practically offset by debts. 
The effect of schedule rating on a fairly large 
volume of rated risks will be to produce premi- 
ums approximately equal to those which would 
be produced by the application of manual 
rates. 3 ‘ 

“This adjustment would be an incentive to 
each within a given classification to take the 
necessary steps in its safety work to equal that 
of the best risks in the class to which it be- 
longs. Efforts in this direction are in line with 
the suggestion made in the last paragraph of 
my letter of June 13th in reference to improved 
safety methods and the diminution of the num- 
ber the severity of accidents. . 

“Approval is hereby given to your Es 
to increase (r) values by means — ormula: 


x=G+(C-@G® —_— 
. P +, 0,000. 
to be applied to each classification subject to 


a minimum leading of 2.0% and a maximum of 
6.0%, to be effective June 30, 1925. 


tion 





The Public Service. Mutual Casualty 
is being incorporated in New York State. 





The Wisconsin Senate has killed the 


Padway compulsory automobile liability. 


insurance bill. 


that the percentage of 


Executive Defends 
Acquisition Rules 
REPLIES TO F. RICHARDSON 


Says Reasonable Control of Competition 
Is Essential; Small Companies 
Uninjured He Contends 


A prominent company executive in 
commenting upon the article by Fred- 
erick Richardson, United States manager 
of the General Accident, that was print- 
ed in that company’s agency publica- 
tion, defended the acquisition cost rules 
in an article in the Journal of Commerce 
this week, contending that. a reasonable 
control of competition is necessary and 
that the small companies are not injured 
by the rules. 


He said: “Mr. ‘Richardson’s analysis 
of the situation would have been more 
difficult to contradict two years ago 
than it is today. As a prediction of the 
dire consequences which might have been 
anticipated when the rules of the confer- 
ence were first promulgated with the ap- 
proval of the Superintendent of Insur- 
ance of New York and the National 
Convention of Insurance Commissioners, 
his argument might have appealed to 
some executives in the insurance busi- 
ness. But today, with the experience 
of two years behind us, his argument 
lacks cogency. 

“Its essential fallacies may be ex- 
posed, not by recourse to academic 
reasoning, but by an actual review of 
what has’ happened to those companies 
which have been: operating under the 
rules: of ‘the conference since March 1, 
1923. For the latest development in the 
situation has not affected the great ma- 
jority of- the stock insurance companies 
transacting casualty insurance in New 
York; it-has merely affected a few com- 
panies whose executives, until the recent 
action of Superintendent Beha, thought 
it advisable to ignore the conference, 
each for reasons of his own. : 


Fire Company Competition 


“The theory that observance of the 
rules of the conference will place cas- 
ualty companies at a disadvantage in 
competition with fire companies for au- 
tomobile property damage and collision 
business holds true to a limited extent, 
but this is not the fault of the rules. 
It is a well known fact that the agency 
organization of fire and casualty com- 
panies are not at all comparable. For 
this reason it is practically impossible 
to devise any plan under which both 
classes of carriers will be on an equal 
competitive footing. This condition would 
continue to exist, even though the fire 
companies should attempt to solve their 
problem in a manner similar to that 
employed by the casualty companies. The 
rules at present do not operate unfairly 
as between fire and casualty companies 
when considered from a national point 
of view. At some points the casualty 
companies have an advantage; at others 
the advantage is enjoyed by the fire com- 
panies. The problem is still receiving 
consideration, and it is hoped that many 
of the differences between fire and cas- 
ualty companies which now exist will 
be reconciled within the near future. 

“The theory that observance of the 
rules will place companies operating in 
New York at a disadvantage with other 
companies which need not observe the 
rules, because they are not entered in 
this State, is not tenable. Not one of 
the companies which has observed the 
rules for the past two years has failed 
to secure its fair proportion of the busi- 
ness; each has shown a satisfactory gain 
in premium income. Incidentally, it may 


be noted that the conference has been 
able, at several points; to secure the vol- 
untary co-operation of companies not 
entered in New York, thus indicating 
the essential reasonableness of the rules, 
and the apparent recognition, by these 
outside companies, of the desirability of 


regulating this important phase of busi- 
ness activity. 

“Mr. Richardson states that the re- 
quirement that companies must observe 
the rules if they desire to obtain permis- 
sion to transact casualty insurance in 
New York may induce companies to re- 
frain from entering the State. ‘The ex- 
perience of casualty companies has so 
far. failed to demonstrate any danger 
of an exodus from New York. Over 25 
per cent. of the casualty insurance busi- 
ness in the United States is controlled 
by producers located in this State. An 
executive will hesitate a long time be- 
fore he deprives his company of the op- 
portunity to tap this fertile field. Fur- 
thermore, the situation in the life in- 
surance business, where conditions are 
somewhat comparable, clearly indicates 
that there is no danger from this source. 
In this field companies operating in New 
York are subject to important restric- 
tions. Nevertheless, the development of 
these companies has been far greater 
than that of other companies which- have 
had no such limitations imposed upon 
their activities. Life insurance com- 
pany executives are practically unani- 
mous in agreeing that the New York 
laws have been a good thing for the 
business. 

“The theory that the rules have worked 
to the disadvantage of new companies 
is not borne out by the facts. Never 
in the history of the insurance business 
have new casualty companies developed 
as rapidly as they have during the past 
two or three years. 


Holds Plan Not Bureaucratic 


“Mr. Richardson states that the pres- 
ent plan is bureaucratic. He implies that 
every element of competition has been 
removed from the business, and that a 
condition of monopoly has been estab- 
lished. This is not the case. It is gen- 
erally recognized that certain competi- 
tive activities must be regulated. Unre- 
stricted competition in rates is undesir- 
able, because it leads to inadequate 
premiums and to unfair discrimination as 
between risks. Unrestricted competition 
for the business of producers cannot be 
tolerated because it tends to drive the 
expenses of production beyond the point 
of reasonableness. The first practice 
must be controlled in order to conserve 
the solvency of the companies and to 
insure the protection which is purchased 
by the public. The second practice must 
be regulated so that the cost of insur- 
ance may be maintained within reason- 
able bonds. 

“Adequate regulation of production 
cost requires the establishment of cer- 
tain agency limitations, but these are not 
unbearable, as is amply demonstrated by 
the fact that the average casualty com- 
pany has not employed more than one- 
half the number of general agencies and 
not more than one-third of the number 
of regional agencies permitted under the 
rules of the conference. Mr. Richard- 
son would imply by some of his state- 
ments that these rules absolutely limit 
the number of agencies that a company 
may have. They do not limit the num- 
ber of local agencies or brokers with 
whom a company may do business; they 
do, however, limit the number of ap- 
pointments to which preferential com- 
missions may be paid, and they contain 
these limitations for logical and sub- 
stantial reasons. 


Legitimate Competition Encouraged 


“Other elements of competition are 
legitimate and should be encouraged. 
For example, competition in service, such 
as accident prevention, is extremely 
beneficial to policyholders, and no re- 
strictions should, therefore, be imposed. 
on this phase of the companies’ activ 
ities. There never has been any attempt 
to limit or to interfere with desirable 
elements in the competitive situation. 
But there must be some reasonable con- 
trol of activities which, if unregulated, 
would react unfavorably upon companies 
and policyholders alike. The great ma- 
jority of casualty insurance company ex- 


(Continued on page 32) 
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National Insurance 
In Australia Urged 


A COUNTRY FOR NEW IDEAS 





Royal Cemmission on Insurance Recom- 
mends Compulsory Insurance for Com- 
monwealth; Interesting Data in Report 





By A. C. Blackall 


Australia is a great country for new 
insurance ideas, probably largely due to 
the continual changes of Government 
and the strength of the Labor party. 

Appointed some eighteen months or so 
ago, the Royal Commission on National 
Insurance has, after an exhaustive ex- 
amination of everything connected with 
the subject, issued its first report, in 
which it recommends a compulsory sys- 
tem of national insurance for the Com- 
monwealth, with the following benefits: 

Six dollars per week for six months 
during incapacity by sickness or acci- 
dent, and $1.25 for each child. In the 
case of people under twenty-one, the 
rate is to be $5 per week. 

After six months an invalidity benefit 
of $5. Maternity benefit of $5 per week 
for ‘six weeks. Superannuation of $5 a 
week to men of sixty-five and women of 
sixty. The report is not clear as to 
what wage-earners are to come within 
the provisions of the scheme. 

The report contains a budget of inter- 
esting facts about Australian social ma- 
chinery, which may be summarized as 
follows : 

Half of the men between sixteen and 
sixty-five are married. Thirteen per 
cent have no children; 15% have one 
child; 15% two children; 12% three; 
10% four; 8% five, and 27% more than 
five. 

Forty-two million sixty thousand dol- 
lars is lost annually by wage-earners 
through sickness; 4,927,780 persons are 
liable for old age pensions. Of every 
one hundred persons, fifty die at age 65. 
There are 1,648,000 wage and salary earn- 
ers, of whom 370,000 are women. The 
average adult wages are: Men, $23.50; 
women, $12.50. Only 524,000 wage-earn- 
ers have made voluntary efforts to pro- 
vide for themselves through mutual asso- 
ciations. 

The Commission also urges the estab- 
lishment of a national health scheme to 
provide medicinal treatment for the peo- 
ple, and the requisite machinery for the 
prevention of sickness and accident, such 
scheme to be dissociated from the ad- 
ministration of the National Insurance 
Fund. 





DEFAULTING CONTRACTORS 


The Southern Surety Company was 
bondsman for certain contractors in the 
state of Wyoming. The _ cantractors 
failed to carry out their contract and 
the surety company completed several 
road contracts. Claims amounting to ap- 
proximately $65,000 were filed against 
the defaulting contractors, the claims 
presented to the state highway commis- 
sion. The surety company claimed $46,- 
227 due them for the completion of the 
contracts, but the commission said that 
this money should be paid to the people 
who had claims against the original cons 
tractors. The case was taken to court 
and Judge T. Blake Kennedy in the Fed- 
eral District Court at Cheyenne ordered 
the commission to pay the full amount 
to the surety company with 7 per cent 
interest from the date it became due 
until now, and to pay the court costs. 





The total number of death claims filed 
at the local offices of the Workmen’s 
Compensation Bureau in New York State 
during May amounted to 144. 





The Eagle Indemnity has appointed F. 
M. Smith, Fort Wayne, Ind., as general 
agent. 





BUSINESS-BUILDERS 















BOSTON 
Paid-In Capital $2,000,000 





Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 

—— APPRECIATE THE CO-OPERATION OF THE —— 


Massachusetts Bonding and Insurance Company 


DEVELOPING - 


-T. J. FALVEY, President 
Write For Territory 








“THE INSURANCE BAR” 





Title of New Volume Under Auspices 
of International Claim Association; 
Names of Lawyers and Adjusters 
The International Claim Association 
has arranged with the Bar List Publish- 
ing Co of Chicago to publish a volume, 
bearing the caption “The Insurance Bar” 
which will contain the names of insur- 
ance attorneys and adjusters in a num- 
ber of cities. The lawyers will be listed 
with their insurance specialties. The list 
of adjusters was obtained from the 141 
companies which belong to the association. 
The committee which arranged with the 
Bar List Publishing Co for the publica- 
tion consists of M. P. Cornelius, Contin- 
ental Casualty; Ed. St. Clair, North 
American Accident; and Robert R. Har- 
rold, Pacific Mutual Life. 





SERVICE CAR INSURANCE 

Insurance against personal injury or 
property damage to patrons of service 
cars operating in St. Louis, Mo., is 
advocated in a bill presented to the 
Boatd of Alderman in St. Louis. The 
bill would require the proprietors of the 
service cars to deposit a bond or liability 
policy with the city comptroller for the 
protection of patrons. A similar bill 
introduced a year ago was defeated. 





Our agents 
get quick 
action on 

Special 
Risks. 
Do You? 


ZURICH 


General Accident & Liability 
Insurance Co., Ltd. 


HEAD OFFICE, Chicago EASTERN DEPT., New York 





COMPENSATION BOARD RULING 
‘The classification and rating committee 
of the Compensation Rating Board has 
ruled that the transfer of stock from one 
individual to another within a corpora- 
tion is no indication that a material change 
has taken place in the character. of, the 
risk and offers -no justification for ex- 
cluding the experience incurred prior to 
such transfer. in the case the manage- 
ment had been continuously in the hands 
of the person who now owns the majority 
stock: The application was therefore de- 
nied. The application was to exclude ex- 
perience incurred pricr to January 1, 1923 
on the ground of a change in ownership 
and control. Prior to this’ date the con- 
cern was owned and operated by a father 
and his two sons, each possessing’ one-third 
of the stock. The management of the 
entire enterprise with the exception of a 
small logging and lumbering department 
was in the hands of one of the sons. On 
Jauary 1 this son came into possession of 
90% of the stock and immediately dis- 
continued the sawmill and logging opera- 
tions. _ 





The International Indemnity has entered 
Indiana where it will write casualty and 
automobile lines. 





Asking Agents’ Help — 
With Compensation 
ARTICLE BY AN’ EXECUTIVs 


Avoid Doubtful Classifications; Investi. 
gate Claims Promptly; Report Business 
Without- Delay;. Cooperate 109% 


‘The insurance companies continued 
discyss compensation in +their agency 
publications. S. Blount Mason, Jr, 
vice-president’ in ‘charge of ‘the com: 
pensation department of the United 
States F. & G- in the current issue of 
that company’s: bulletin ‘said that there 
is a future for compensation, but the 
companies -have to go very care(ully for 
sometime yet. . 

Thése points must be kept in mind: 

First—Judicious selection of business. 
Certain classifications are admittedly un: 
desirable; sawmills, small coal mines 
junk dealers and. lumbering, farm labor. 
building wrecking, stevedoring and risks 
of other miaritime nature, and the small 
contractor ‘who does not keep proper 
records.. 

Second. — Prompt ‘ investigation of 
claims. and prompt. settlements. 
:Third—Prompt and skillful medical at- 
tention. Not every physician is quali- 
fied, to:;:handle industrial : accidents. 

Fourth—Thorough inspection by a 
qualified engineer, not only for the pur- 
pose of reducing the assured’s rate, but 
to prevent ‘loss of life and limb and 
attendant accidents. 

Fifth—The prompt reporting of busi- 
ness to the Home Office, written on wage 
statements,. and the prompt auditing by 
our payroll :auditors at the. expiration 
of the policy.: pire 

Sixth—All. the. above are absolttely 
necessary, but they lose considerable of 
their value. unless there is co-operation. 
In-other words, the underwriting, claim, 
medical, payroll auditing and inspection 
departments ; of: -each , office. should so 
function that each. knows exactly what 
the other is doing, and if: unusual con- 
ditions. arise. the. department affected 
should notify thé other departments in- 
terested. ' 
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REVISED MANUAL RATE RULES 





Compensation Inspection Rating Board 

Amends Rules Governing on Rule 

and Procedure Pages 

Rules 5 to 8*inclusive on pages 1 and 
2 of the New York rules and procedure 
have be¢n amended by. the New York 
Compensation ‘Inspection Rating Board 
with the approval of the Insurance 
Superintendent. These amendments take 
effect as’ of. May 15, 1925, and are as 
x en a ei 

5. ‘All earned’ payroll on policies effective 
June 30, 1925, and thereafter, shall be subject to 
the revised rates shown ‘om ‘New York rate sheets. 

6. No policy shall be issued by the carrier of 
the risk or hy any other carrier for the purpose 
of replacing a policy, the normal expiration date 
of. which is ne paliey ta June 30, 1925, unless 


re SS 


such replacing icy carries an endorsement 
which provides for the revision of rates on the 
normal anniversary date of such: policy on the 
basis of- the new rates effective Tune 30, 1925. 

7., Insurance carriers and their representa: 
tives shall not terminate existing contracts that 
would. ordinarily expire subsequent. to June 30, 
1925, for the purpose of rewriting such contracts 
at the new manual rates. In all cases where the 
Carriers or representatives have issued policies 
effective June 30, 1925; or thereafter at the rates 
effective pries to said date, or have placed poli- 
cies of this.character in the hands of agents, 
brokers or assured, such policies. shall be recalled 
and rewritten in accordance with the revised 
rates: effective, June 30, 1925. eo 

8. It is the intent of the foregoing to make 
this manual of rates and the rules controlling 
their’ application effective as of the norma! date 
of expiration; of: policies now outstanding, and as 
to new business effective on: or. after. June 30, 
1925, and the issuance of any policy contract 
or any endorsement for the. purpose of circum- 
venting this rule by diréct or indirect means 35 
prohibited... If any such policy or endorsement 1s 
issued, it shall be reéalled ‘or cancelled. 


a ee 





Oe. 4‘ on le een eee oo eee eee 


°M. W: Sutton, superintendent of the 
accident ‘and health: department. of the 
New York office of the: Aetna Casualty 
& Surety, is spending a: week in the Po- 
cono Mountains. 
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The Small Town Agent Has His Say 
‘seem to have irritated an Iowa insur- 


f ance agent by intimating that Spencer 


Welton and Richard Thompson, two 
prodiiction chiefs who are the last word 
in charm, diplomacy and knowledge of 
ways of the world may be occasionally 
by visiting small towns, but have 
et not-to show it. I described the 
thing characteristics of both of these 
lemen and declared that they could 
éat a very bad dinner at an Ameri- 
iplan hotel and pretend that they en- 
it, or they could hear a stupid 
#ich at a Kiwanis Club and appear as 
interested as if Earl Balfour were talk- 
| This. was printed in the Big Bill 
mn under the title of “Welcome Vis- 
* meaning that Thompson and Wel- 
Here welcomed wherever they went. 















to 


Iiidtew from this agent the following 
lett bt : 

firecently read an article in your 
Joithal of Insurance Economics that 


wasia real gem. It was entitled ‘Wel- 
ici Visitors’ and the reporter who 
this should take a similar trip and 
bly he will let the glamour of a 
“speech tone down his pen a trifle. 
‘hile I do not know Messrs. Thompson 
antl Welton, nor do they know me, at 
the Kame time this reminds me of a true 
siot¥ that happened out here in the 
i ’ in -which I listened in and 







‘About eight years ago the president 
‘darge Baltimore casualty company, 
ingompany with the treasurer of a Hart- 
for fire insurance company, stepped off 
here to make a speech. They were not 
ag to make this address, but: re- 
d the State University officials 
itéiito be allowed to do so, as they had 
a ‘m@ssage’ to deliver at certain spots on 
ay to California and return. These 

is were similar to the birds de- 
ribed in your ‘Welcome Visitors’ arti- 
cle. The president was a veteran club- 
maf}! bon: vivant, raconteur, diplomat, 
\Brummel and good fellow’; the fire 
nce man was ‘a pastmaster and 
tate of good form, courtly manner, 
and lovable buoyancy, and could eat 


Buy nate dinners. in country hotels 










zest indicating that the Waldorf 
eliprepared his meals every day.’ 
Well, they arrived in all their glory, 
ff 116 one met them, and it was by the 
Pstuaccident that the writer of this 
‘met them at the local Elks Club. 
Unlike) your ‘Welcome Visitors’ men, 
these two hunted up the locat Elks Club 
n¢ Were darn glad to be able to find.and 
get all the enjoyment they were looking 
fot, and while not served with the aid 
of a French waiter, still I venture to say 
it Was served just a little better than 
the. ordinary places in Hartford or Balti- 
RPA SES ‘ 
writét took them out_to the local 
ah and‘ then the trouble ‘began. 
+m pes with, ‘they ‘blamed the- course 
or theif “poor scores, and -it--happened 
that theré:"were- players there who had 








played on the very courses they men- 
tioied. That settled the golf question. 






























They then blamed the weather, etc.; 
other players who happened to have lived 
in Baltimore and New York then made 
comparisons. 

“Then came the speech in the evening, 
and I must say that it was well made 
and of interest to the writer, but on sit- 
ting down, this high potentate said in’ an 
aside, “Thank God, that’s done’; later 
these two at the table assumed lofty airs 
about their high positions and the high 
living conditions in the East. 

“At the conclusion of the dinner and 
the speeches and when everybody got 
ready to go to their homes, an old insur- 
ance agent of this city came over and 
asked if the speaker was any relative of 
‘So & So.’ ‘Why, yes, he’s my father— 
ever meet him?’ The old agent did not 
answer at once, but said, ‘How’s his 
financial condition?’ ‘Why, he’s gener- 
ally credited with being worth a million, 
I should say—Why?’ ‘Merely this: I 
happen to have his note for $2,000 which 
is now about twenty years old, also a let- 
er of his written about five years ago 
which you can read in which he says 
that he is in bad financial straits and 
that you will pay it if you ever begin 
to live within your means.’ Well, this 
was a real argument, and we will stop 
with him right now by saying that he 
finally gave this old agent a new note, 
as it was inconvenient for him to take it 
up right then. (He later asked a three 
months’ extension.) = 

“The fire insurance man was also in 
trouble.. It seems a fellow in the room 
had attended high school with him and 
the fire insurance executive was telling 
in a lordly manner all about his present 
job. This forgotten friend happened” 
to have made his wad in the Black Cattle 
business and had recently arrived home 
from Europe and let him rave on. Finally 
he said, ‘Fred, just exactly how much 
do you make?’ The Hartford man said, 
‘Oh, around $8,000 per.’ Old friend said, 
‘Well, now I was back to our home a 
few years ago and went out to the ceme- 
tery and had our lot all fixed up, and as 
your lot was all gone to the devil, I had 
it all fixed up and it cost me, I think, 
about $50, and while I appreciate the fact 
that you are not bound, it would seem 
you ought to keep this lot up in the 
future. And the fire insurance man 
from Hartford, Conn., never even offered 
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to pay this $50 He merely made a 
small get-away. 

“To finish this article, will say that 
before they left that night it was dis- 
covered from the evidence that had been 
dug up that there were four local agents 
in this little town who actually made 
more in a year than these two big 
moguls. They left, will not be back, and 
we don’t want them back. Stay where 
you are. They may read this, but if they 
do, they will know all about it.” 

The man who wrote the letter printed 
above suffers from a small-town com- 
plex. He seems to indicate that he would 
prefer to welcome to his town his dys- 
peptic Aunt Sally; his Cousin John, who 
has a wife and six children, who shaves 
only once a week, and who cannot tell 
the point of a story inside of a fifteen 
or twenty-minute oration, or some other 
person who hurts people’s feelings 
through lack of tact. What objection 
has he to a man’s being a “clubman, 
bon vivant, raconteur, diplomat, Beau 
Brummel and good fellow,” or having a 
“courtly manner, tact and lovable buoy- 
ancy”? Doesn’t he know that a great 
deal of experience, charm, travel and cul- 
ture are tied up before men can be so 
described; and does he expect company 
representatives visiting towns not to 
praise the bad food and bad speeches? 

Fortunately, newspaper writers don’t 
have to rave over bum speeches and 
terrible food. It is part of their duty to 
tell facts, the truth—and if “enough of 
them do so, the food will get better, and 
so will the speeches. 

* * * 


Good Man for State Fund 
A good man has been picked as man- 


ager of the New York State Insurance 
Fund in Charles G. Smith. As head of 


. the rating division of the New York In- 


stirance Department, he has rounded out 
a broad experience that qualifies him 
well for this job. Mr. Smith has been 
connected with the State Insurance De- 
partment since 1916. His first work in 
insurance began in 1903 with the Metro- 
politan Life. He became a member of 
the Actuarial Society by examination in 
1907 and spent several years in life in- 
surance actuarial work. In 1916 Mr. 
Smith was appointed assistant actuary 
of the New York State Insurance De- 
partment, Workmen’s Compensation Bu- 
reau. In 1918 he was made life actuary 
of the State Insurance Department with 
headquarters at Albany. In 1920 he was 
transferred to the New York office of 
the department as actuary in charge of 
the Workmen’s Compensation Bureau, 
which had supervision of rates and also 
of the examination: of domestic mutual 
workmen’s compensation insurance com- 
panies. : 

Continuing in this work until 1923, he 
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became head of the rating bureau of the 
State Insurance Department. This bureau 
has supervision of all insurance rates ex- 
cept life, accident and health and marine. 
He had charge of the department work 
in connection with acquisition cost prob- 


lems and also violations of the rating law. 
* 


Moral: Don’t Be Fresh 

The special agent of one of the fire 
companies walked into the office of a 
prominent local agent in a small Pennsyl- 
vania town recently and seeing a pretty 
girl in possession greeted her with the 
salutation, “Hello, Kid.” She gave him a 
frozen glance whereupon his next cbserva- 
tion was just as unhappy: “Don’t try any 
of that high hat stuff on me.” The girl 
told him he had better leave the office. 

Later, it -developed that the girl was 
the daughter of the local agent and he 
was promptly told of the incident with 
the result that upon the next appearance 
of the special a battle ensued and he was 
thrown out of the office along with his 
supplies. A few days later a young home 
office man with a special in tow came 
into the office and was immediately asked 
if he had a representation of his com- 
pany to give in this particular town. 
The supplies were given him. 

* ke * 


Those Daily Paper Lloyd’s Stories 


The Eastern Underwriter has been 
asked if the stories in the New York 
“World” and other papers relative to a 
movement by Superintendent James A. 
Beha to bar Lloyds from New York 
was a press agent “plant” .or whether 
the stories were on the level. 

Superintendent Beha, when asked this 
question, responded by saying that while 
there is a great deal of exaggeration 
and color in some of the stories he has 
not changed his attitude relative to 
Lloyds, which is that a closer check 
must be kept on them; that they should 
be made to pay taxes on business writ- 
ten in this state, and that he intended 
going to the next session of the legis- 
lature to strengthen the statute covering 
the subject. 
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Kirkpatrick’s Talk : 
To Virginia Agents 


FAVORS AMERICAN SYSTEM 
Discusses Competition and Public Policy; 
Urges Better Understanding Be- 


tween Companies and Agents 


Expressing himself as heartily in sym- 
pathy with the American agency sys- 
tem and with the principles of the Na- 
tional Association of Insurance Agents, 
A. L. Kirkpatrick, of the Casualty In- 
formation Clearing House, in an address 
before the Virginia Association of In- 
surance Agents at Newport News, Va., 
last Wednesday pointed out that a closer 
relation and better acquaintance between 
insurance companies and their agents 
and a ‘closer co-operation between the 
home offices and the field was needed. 
His speech which dealt with intensive 
competition and public policy reads in 
part as follows: 

“The rule which should govern in the 
consideration of any practice is whe- 
ther the good of the business would per- 
mit the same practice to be adopted by 
all competitors. No agent or no com- 
pany need fool himself on this point. 
Some companies argue that their condi- 
tions are peculiar, that they can operate 
on a lower loss ratio or on a lower nor- 
mal expense ratio and for this reason 
they argue that they should be permit- 
ted to adopt a higher scale of commis- 
sions than the others or should be per- 
mitted to carry on other agency prac- 
tices which could not be tolerated if 
practiced by all carriers. 

“It is fundamental economic theory 
that the scale of rates and scale of com- 
missions which are adequate for the 
marginal producer are the scales which 
must prevail. Of course there are and 
always will be companies which could 
subsist on a narrower margin, but such 
a margin would be disastrous, to other 
companies and runinous from the stand- 
point of public policy. 

“Today public policy is and must be 
the first consideration. If our efforts 
at self regulation are not successful then 
the public must take a hand. If the great 
majority of insurance men are not will- 
ing to yield their own petty ambitions 
and jealousies for the good of the busi- 
ness, then public policy will demand that 
they be compelled to yield and along with 
them will go other insurance activities 
into the pot of government control. 

“Public policy demands that the in- 
surance business be conducted on a high 
plane and without undue friction. Our 
business is too important and fundamen- 
tal in the existence of other business 
to permit of its being carried on in a 
constant state of turmoil. 


Increased Commissions 


“No one can justify increased commis- 
sions which result merely from competi- 
tive conditions rather than from an in- 
creased cost of operating a local agency 
business. Neither can a scale of rates 
be justified which because of competitive 
conditions: has been reduced below the 
level which is safe for the marginal 
producer. Either of such practices can 
end only in disaster for the insuring 
public as well as for the insurance busi- 
ness. 

“Any company or group-of companies 
which is tempted to risk its safety by 
either one of these two methods or any 
agent who is tempted to take advantage 
of such an offer will do well to stop and 
ask himself what would be the probable 
result if every company and every agent 
should adopt the same practice. 


“The matter of acquisition cost has 


,recently become a matter of state regu- 


lation and casualty companies are now 
told how much they may spend for 
agents’ commissions and’ field supervi- 
sion. At least one state has attempted 
to assert its authority over the amount 
of profits to which the insurance busi- 
ness is enititled. 

“Haven't we gone far enough in this 





direction? Isn’t it better that we change 
our plea from that of ‘help us solve 
our problems, by more regulation’ to 
one of ‘all we ask is to be let alone?’ 

“I believe the greatest problem we 
face today is to learn to understand 


men. We need a closer relation and — 


better acquaintance ‘between companies 
and agents, closer co-operation between 
home office and the field. We need to 
better understand the viewpoint of the 
men with whom we are dealing. 


Day of Competition 


“This is the day of intensive compe- 
tition. There was a time when the un- 
developed fields offered sufficient op- 
portunities so that the competitive strug- 
gle in the fields already invaded had 
hardly begun, but that time is past. We 
have reached the point where not only 
in our business but in practically every 
other business, the pressure of compe- 
tition will eliminate the weakling and 
the fittest will survive. 

“It should be one of the functions of 
an insurance company to give its agents 
the benefit of its experience. It is con- 
stantly confronted in one city or an- 
other with every problem which can 
arise in an agency. It is its duty to give 
the benefit of its experience in dealing 
with these problems to those agents 
who have not yet dealt with them. Many 
of our insurance agents are neither good 
salesmen nor good merchants. 

“I maintain that it is the duty of every 
insurance company to work with the 
agents which it has, make them better 
salesmen and demonstrate to them the 
principles of local advertising and mer- 
chandising, to the end that they may 
better serve the public and the com- 
pany. I believe it is by this means that 
the development of the insurance busi- 
ness of the future must be conducted, 
rather than by the mehtods of trying 
to secure more agents regardless of 
their ability and competency. 

“On the other hand, it is the duty 












































of agents to maintain the pace set by 
the companies in the development of 
the business. 

“We have seen the establishment of 
branch offices of insurance companies 
in numerous localities in place of in- 
dependent agencies. I am heartily in 
sympathy with the American agency 
system and with the principles of the 
National Association of Insurance 
Agents, but I believe that the time has 
come when the American agency sys- 
tem, through its members and through 
every individual local agent, must dem- 
onstrate its right to survive.” 


A. & H. MANUAL REVISIoNs 


__e . 
Health And Accident Underwriters ¢ 
‘erence i es; Class 
Ie Chang Classed 
The Health and Accident Under. 
writers Conference has issued a Dam. 
phlet containing revisions made in the 
Conference manual as shown in the [j. 
test edition which has been revised. to 
May 1, 1925. The revision work ya 
done by the manual committee, of with 
John Patterson is chairman, following 








mee ES the metion made at the recent St. Louis oa 
H. & A. CONFERENCE MEETING Midwinter Conference meeting. mobi 
° e Describing the additions, changes nq 

Harold R. Gordon, executive secretary omissions in occupations and class st 
of the Health & Accident Underwriters’ tions in the manual the pamphlet ster here 
conference, is urging members to make “Revisions are classed in three erin, 43 
early reservations for the 24th annual occupations added to the matt Co., 
conference meeting of the conference, changes in either name of occupa " laws 
which will be held at the West Baden duties, pertaining to occupation or cai i 9" 
Springs Hotel, West Baden, Ind. on fication; occupations omitted frog bia 
September 1, 2 and 3. (1922) manual. The number of thé page ME P&T" 
Business sessions will be held on the under ‘Additions’ refers to the page bg unde 
mornings only; afternoons will be free ber in the new revised edition; the aim. and 
for recreation and relaxation. Enter- ber of the page under ‘Omissions’ rs who 
tainment will include the usual golf tour- to the page number in the old ( is 0 
nament, a horseshoe pitching tournament manual; the number of the page outside I 
and other sport for non-golfers, enjoy- the parenthesis under ‘Changes’ refers mol 
able entertainment for the ladies, and a to the page number in the old (1922) gan 
real conference banquet. manual—numerals in parenthesis refer tc Mm "°° 
page number in the new  reyiseg e 

FOR COMPULSORY INSURANCE manual. sm 





Compulsory automobile liability in- 
surance to function as workmen’s com- 
pensation laws in many states was ad- 
vocated by Judge Robert S. Marx of 
the Superior Court of Cincinnati in an 
address in St. Louis recently. He ex- 
pressed the belief that such laws would 
bring about a reductign in accidents and 
that the cautious would not necessarily 
be paying for the careless. He held 
that whereas liability insurance in Ohio 
now costs $30 to $35 a year it should 
be from $10 to $15 under compensation 
insurance, 


JOINS GLOBE INDEMNITY 
H. L. Jackson has joined the staff of 
the Globe Indemnity in its Newark, 
N. J., burglary department. 


DEFENDS COST RULES 
(Continued from page 29) 


ecutives and the Superintendent of In- 
surance of New York recognize this prin- 
ciple. The acquisition cost plan dogs not 
stifle competition; it encourages |egi- 
timate and desirable competition under 





CASUALTY 








INDEMNITY COMPAN! 


HOME OFFICE: 
NEW YORK 


FIDELITY & SURETY BONDS 


Fair and considerate treatment of Agent 
and Policyholder alike accounts for 
the “EAGLE’S” uninterrupted progress. 








































conditions which are fair to comp mes 
of all-classes, whether new or old, fese 
or small. 
“The present Superintendent of Ingur- 
ance of New York and his predecessor 
have at no time indicated a desire to 
run the insurance business. They have 
frequently expressed themselves earnest- 
ly and emphatically to the effect that the 
companies should themselves regulate 
the business. But they have also §tated 
that if individual companies insisted ypon 
competing for business by paying ex¢es- 
sive commissions it would be necessary 
for supervising officials to take action 
so that the business as a whole might ‘not 
suffer. The present rules were formu- 
lated by the companies and not hy the 
Insurance Department. They are satis- 
factory to the great'majority of the com- 
panies, and not to the large companies 
alone. The Superintendent of Insurance 
of New York is. merely lending his sup- 
port to this co-operative effort by the 
companies, so that the entire venture 
may not fail because of unjustifiable op- 
position from a few company execytives 
who desire to do as they please and have 
no regard for the effect of their actiyities 
upon the welfare of the business 
generally. ‘ 
“This is not a plea for regulation of 
the-insurance business by the State, It 
must be admitted, however, that the aid 
of the Insurance Departments of this 
‘country has been and will continue, to 
be helpful. The little company and the 
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Invincible Casualty’s 
Auto Insurance Plan 


OFFERING REDUCTION OF 15% 





Lay Stress on Prompt Collections; 
Policyholders’ Stock Buying Plan; 
Officers and Directors 





A circular sent out by the Invincible 
Casualty, the new casualty company in- 
corporated recently under the insurance 
laws of New Jersey, and whose offices 
are located in Newark, telling how to 
make a yearly saving of 15% on auto- 
mobile liability and property damage ‘in- 
surance is of interest and is reproduced 
herewith as follows: 

“The Invincible Casualty Insurance 
Co, incorporated under the insurance 
laws of New Jersey, is a stock company, 
starting with $900,000, to be increased 
later to $3,000,000, with thoroughly ex- 
perienced insurance men to handle the 
underwriting and claim departments, 
and a board of well known directors 
whose business experience and integrity 
is of the utmost value to the company. 

“It will not be affiliated with the Auto- 
mobile Conference, the rate-making or- 
ganization, controlled by the combina- 
tion of companies which has just re- 
cently again increased rates for automo- 
bile liability and property damage in- 
surance. We are able to reduce their 
rates 15% for the following reason: 

“Casualty companies today allow a 
policyholder from ‘sixty days to four 
months t6 pay his premium. After 
carrying the liability for these periods, 
about one-third of all policies are can- 
celled and very rarely is a premium col- 
lected for this term. A_ tremendous 
wastage is the result. The Invincible 
Casualty will not countenance such use- 
less wastage and will insist upon pay- 
ment of premiums by an automatic can- 
cellation clause providing that all premi- 
ums must be paid within thirty days from 


date of policy. This effects a saving 
of at least 15%, which the company al- 
lows its stockholding policyholders in 
the form of a reduction of 15% of the 
Automobile Conference rates. This is 
your saving for paying your premium 
within thirty “days. Nothing mystical, 
just plain common sense, and we have 
not weakened the company’s financial 
condition; but, on the .contrary, have 
strengthened it. But in order to secure 
this reduction, you must first become a 
stockholder of at least $75 worth of 
stock of this company, payable, if you 
wish, in three payments as follows: One- 
third down, one-third in thirty days and 
one-third in sixty days. 


Stock Company Dividends 


“Dividends on stocks of casualty com- 
panies operating nationally show from 
16% to 100%, with steadily increasing 
undivided profits yearly. Here are the 
figures of a few of the companies: 
Aetna, 40%; Maryland Casualty, 44%; 
Royal Indemnity, 85% Travelers Insur- 
ance, 36%; Fidelity & Casualty, 64%; 
Preferred Accident, 100%. 

“Here are some of the very wise re- 
strictiots placed upon stock casualty 
companies: Not one cent of the capital 
stock of a company (which is all com- 
mon stock) can be touched for organ- 
ization or operating expenses. No as- 
sessments can be made for any purpose 
on either stockholders or policyholders. 
No stock can be given away for promo- 
tion and all stock must be sold at the 
same price and for cash. All invest- 
ments must be approved by the New 
Jersey State Banking and Insurance De- 
partment and the total cost of organ- 
ization, including the selling of securi- 
ties, has been restricted to not exceed 
15%, 

“The State of Massachusetts has just 
passed a bill making it compulsory upon 
automobile owners to carry liability and 
property damage insurance before a 
license is granted, and it is our belief 


that within the next year or so at least 
twenty states will enact similar legisla- 
tion. Therefore, as we intend at first 
to specialize in automobile liability and 
property damage insurance, the field for 
business is practically unlimited, as there 
are approximately 18,000,000 automobiles 
licensed and but thirty-four stock cas- 
ualty companies operating nationally, 
and the tremendous increase of new 
business outside of the ordinary chan- 
nels is a guarantee that this company 
will secure as much business as it can 
safely write. . 

“Another decided factor for the acqui- 
sition of desirable business is the saving 
of 15% which we effect for each auto- 
mobile owner who secures a policy from 
this company. 

“The Invincible Casualty Insurance 
Co. is, in reality, an insurance company 
for automobile owners, who will secure 
in the nature of the reduction of rate 
and the dividends upon their stock, their 
insurance at cost, plus the ordinary ex- 
penses of acquisition and _ operation 
without any liability or assessments of 
any nature. 

“No insurance agent or broker can, or 
will, dispute the facts given herein, so 
we ask that you consult with your pres- 
ent agent or broker and profit from his 
experience and expert advice. We _ will 
duplicate your present policy, or poli- 
cies, when they expire, at the reduction 
referred to, provided your business is ac- 
ceptable, and will deliver the policy 
through your agent or broker, as we 
will not handle any business unless it 
goes through a regularly licensed insur- 
ance agent or broker. 


Stock Plan 


“As this company desires to issue pol- 
icies at an early date, we ask that you 
give this matter careful thought and act 
promptly. The stock is being sold in 
units of five shares, par value of which 
is $5.00, and sold at $15, making the cost 
per unit only $75, payable in three pay- 


ments, if you wish, namely, $25 down, 
$25 in thirty days, and $25 in sixty days. 
As the insurance laws require that our 
entire capital stock must at all times be 
held intact, surplus funds for working 
capital are secured by selling at an‘ad- 
vance over par. This is customary with 
all casualty stock insurance companies. 

“Here is an _ opportunity seldom 
offered automobile owners to become 
stockholders as well as policyholders in 
a first class stock casualty company; 
therefore we urge that you give this 
your immediate consideration and profit 
by making use of the attached applica- 
tion blank, for there is no doubt that 
with the future of this enterprise stand- 
ing out so clearly an investment in this 
company is one of the best moves that 
any motorist can make.” 


Directors and Officers 


The directors of the Invincible Cas- 
ualty are: 


Alonzo M. Allen, Newark, N. J., formerly 
with Packard Motor Car Company; Wesley 
Bellis, Newark, N. J., president of W. Bellis 
Company; John H. Conover, Newark, N. J. 
Pierce-Arrow Trucks; M. Munn Dodd, Irving 
ton, N. J., president, Cope Company; C. Ed 
ward Harvey, Newark, N. J., Pierce-Arrow 
Trucks; Archibald C. Henshaw, president of 
Henshaw Floral Company of Newark; Frank V. 
Kelly, New York City, president of Standard 
Lubricant Company; Alfred D. Way, secretary 
of New Jersey Automobile and Motor Club and 
executive secretary of the Motor Truck Club 
of New Jersey, and David W. Welch, Newark, 
N. J., president of Davis W. Welch Tire Co. 

The officers are: John H. Conover, president; 
Alfred D. Way, secretary; Frank V. Kelly, 
treasurer, and Charles C. Pilgrim, general coun- 
sel. The capital is $300,000 and the surplus is 
$600,000. 


, 





F. & C. APPOINTMENTS 


Two recent changes made by the Fidel- 
ity and Casualty are those of Fred Mac- 
Farlane, who was appointed assistant 
resident manager at Montreal, Canada, 
and that of Creston C. Shelly, who was 
appointed assistant resident manager at 
Baltimore, Md. 
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Accident, 
Collision. 
Burglary. 


tractors’ Liability, Credit. 


Breakage 
Fly-wheel Breakage. 


General Liability, Golf 


Health, Hold-Up. 
Landlords’ Liability, Larceny. 
Liability. 


Liability. 
Plate Glass, Public Liability. 
Salary, Steam Boiler. 
Teams Liability, 


Use and Occupancy. 
Workmen’s Compensation. 
Werkmen’s Collective. 


Theft. 








The LONDON orites: 

Automobile Liability, Auto- 
mobile Property Damage, Automobile 

Contractors’ Contingent Liability, Con- 
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Group Accident and Sickness. 


Manufacturers’ Liability, Marine 
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THE SUPER-SERVICE COMPANY 








agencies desirable. 


Game, 
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P. Beresford, U. S. Mgr., Phoenix Assurance Co., Ltd., of London 
D. R. Forgan, Vice Chairman, National Bank of Republic - 
Fred L. Gray, of Fred L. Gray Co. Gen. Agents - - - 
W. C. Potter, President, Guaranty Trust Company of New York 
Geo. D. Webb, of Conkling, Price & Webb, Gen. Agents - - 


The “LONDON?” is one of the few companies without weak spots—it is a 
specialist in every line it writes, offering perfect facilities and a matchless service to 
its agents and policyholders wherever and whenever the occasion arises. 


Not content with meeting competition, the “LONDON?” habitually anticipates 
it. This is clearly demonstrated in the way it writes steam boiler insurance. 


The “LONDON?” issues the clearest and most liberal steam boiler policy on 
the market with Super-Service in inspections and settlements. 
force of engineers and inspectors is maintained by the “LONDON” for the benefit 
of policyholders at all times. 


The “LONDON” is a great company, not because it writes one line well, but 
rather because it handles all lines better than they are handled elsewhere. 
Super-Service explains all that, and, in addition, makes all “LONDON” 


No Double Headers—We Do Not Compete with Our Own Agents. 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


SS Fifth Ave., New York 


UNITED STATES BOARD 
F. W. LAWSON—Chairman 


A highly trained 


C. M. BERGER 
United States Manager 
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Plate Glass Rating 
Problems Discussed 


10% OF FRONTS UNINSURED 


F. S. Garrison Tells Casualty Actuarial 
Society How Rate Reduction 
Would Be Possible 





The most difficult problem in the 
platé glass‘insurance business today is 
to develop a plan that will enable the 
insurance companies to insure desirable 
risks at lower rates in order to attract 
a larger number of uninsured risks and 
at.the same time permit the companies 
to make a reasonable profit, according 
to Fred S. Garrison, assistant secretary, 
Travelers, who discussed in a paper 
read before the Casualty Actuarial So- 
ciety ‘meeting plate glass rates. 

This problem cannot be solved he 
pointed out until some plan is devised 
that will not permit the average store- 
keeper to select two or three large front 
plates for insurance without requiring 
him to insure his less exposed glass. 

Citing losses paid in 1924 and the per- 
centage of insured as against uninsured 
glass he stated in part: 

“The glass losses paid by insurance 
companies in the United States in 1924 
after deducting allowance for salvage 
amounted to over $5,000,000. While it 
is impossible to determine what per- 
centage of glass is uninsured, plate 
glass underwriters are practically unani- 
mous in the opinion that not over 60% 
of all grade floor store fronts are pro- 
tected by insurance. Probably not over 
ten or fifteen per cent of the glass above 
the grade floor is insured. 

“The use of ‘plate glass for store 
fronts, show cases, mirrors and for 
other purposes is essential in the con- 
duct of many classes of business. Owing 
to its fragile nature, a certain quantity 
of it is bound to be broken. If the dam- 
age from such cause amounts to 
$8,000,000 or $10,000,000 annually in the 
United States, the necessity for plate 
glass insurance is evident. The com- 
paratively small premium expenditure 
makes it possible to distribute the losses 
among a large number, thereby enabling 
plate glass policyholders to avoid the 
possibility of paying a_ substantial 
amount from. time to time because of 
damage to their glass.” 


Rate Making 


Discussing the making of rates he 
said in part: 

“Notwithstanding the number of 
years that this form of insurance has 
been written in this country, there was 


not until four or five years ago any ~ 


statistical information available for rate 
makiny purposes, except the total pre- 
miums and total losses by states and 
some of the larger cities. Differentials 
were, and to a certain extent still are, 
based upon underwriting judgment for 
special kinds of glass and types of set- 
tings, such as clamped, bent, art, cathe- 
dral’and Carrara glass, lettering and 
glass signs. This is equally true of 
show cases, mirrors and other glass 
used for various purposes. 

“A few companies have from time to 
time inaugurated elaborate statistical 
systems, but owing to the large num- 
ber of small items and extreme varia- 
tions in sizes of plates the results were 
not sufficiently satisfactory to justify 
the expense involved. A commendable 
effort was made by twelve companies 
who furnished statistics on the business 
written during the years 1918 and 1919 
on the table premium basis, the table 
premium being the premium set forth 
in the rate tables in the manual without 
application of any differentials for loca- 
tion or type of risk. While these 
figures, which amount to $2,000,000 in 
table premiums, represent only a small 
proportion of the total business, they 
were helpful in reviewing rates for 


clamped- glass, show cases and some 
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GOLFERS’ LIABILITy 


Richards & Devebeck, Inc., Send Out 
Sales Letter Describing Accident 
During Golf Tournamen: 

Here is an interesting letter, sent out 
to prospects by Richards & Devebec, 
Inc., insurance brokers, Woolworth 
Building, New York, in which a cleye 
sales talk is made for golfers’ liability; 

“The game, a very close match, al 
“even at the sixteenth green, was to de- 
*e»cide the club championship, and was pe. 
“tween the champion of four Successive 

years, and the runner up for the same 
“period. Each year the championship haq 
been decided on the eighteenth green 
Tense, you will admit, and both players 
require absolute control of their nerves. 

“The seventeenth hole only 165 yards 
par three, and the champion’s drive. [y 
* his usual careful manner he tees up his 
ball, takes his jigger and drives, By 
some strange freak, which’ all golters 

















other types of exposure. A new statis- 
tical plan was developed in 1924 for 
New York State, in accordance with the 
requirements of a recent law of that 
state, and is intended to show the actual 
results represented by the table premiums 
and losses for practically all of the 
principal types of exposure, but it is 
too early to state with any degree of 
accuracy just how satisfactory these 
results will be because no experience 
under this plan has yet been compiled, 
although it is at present in the course 
of preparation. 
Importance of Geography 


“Geography plays a part in rate mak- 
ing, not only because some localities 
are more subject to windstorms and 
floods than others, but because of their 
remoteness from a plate glass factory 
or dealer and the resulting higher 
freight charges for shipping the glass, 
but whatever the cause of loss, the re- 
sults tabulated by states and cities. ac- 
curately reflect the loss cost upon 
which the rates are based. A few years 
ago an effort was made to introduce 
experience rating in the plate glass 
business, but a large majority of the 
companies were opposed to it. How- 
ever, it appears quite evident that in 
many respects experience rating in this 
line, especially for risks of sizeable pro- 
portions, would produce satisfactory re- 
sults, and could be more-easily applied 
than in some other classes of insurance 
to which it has been applied success- 
fully for several years. 

“In time experience rating will un- 
questionably be applied to this line, and 


there will also no doubt be other im- © 


provements. Until some means is de- 
vised that will enable the companies to 
insure all of the glass in the. premises, 
or at least all of the store fronts, show 
cases and mirrors it is doubtful if plate 
glass insurance will develop the volume 
of premiums which it should and there- 
by place it in its proper position in the 
casualty insurance business. 
50-50 Policy 

“Another new feature of recent de- 
velopment in this line is the plan under 
which the insurance company issues a 
policy at one-half of the manual pre- 
mium and attaches an endorsement to 
the effect that the assured shall pay all 
losses up to the amount of premium 


stated in the policy, and from then on 
to the end of policy period the company 
pays all losses in full. So far this plan 
has been applied only to policies for 
which the manual premium is at least 
$50 and is used by only one stock 
company, which is a non-bureau com- 


~pany, and several reciprocals. The bu- 


reau companies have not adopted it, 
preferring to provide full coverage at 
full manual rates. 

“There is no moral hazard in plate 
glass insurance comparable with that in 
burglary, automobile, accident and other 
lines, but this term is sometimes used 
in connection with the care (or lack 
of it) exercised by the assured in pro- 
tecting his glass and keeping his 
premises clean and in good shape. 
There is no incentive for fraudulent 
claims. The breaking of a _ perfectly 
good plate of glass and its replacement 
by another of the same type and 
quality not only does not benefit the 
assured, but usually causes him some 
temporary inconvenience during the re- 
moval of the broken glass and the set- 
ting of the new plate or plates.” 





AWARDED $45,000 

The Circuit Court of St. Louis, Mo., 
has awarded $45,000 damages against the 
Wilder Manufacturing Co. An employe 
of the company, while operating a punch 
press, caught his fingers in the machine, 
with the result that all the fingers on 
his left hand were amputated and his 
right hand was rendered useless. 





SALESMANSHIP 


Salesnanship is the background of every 
activity in life. The teacher sells his sub- 
ject to the class; the clergyman, his to 
the congregation. The promoter sells his 
plan to the investor, and the bank its 
security to the depositor. Everybody is 
selling something to somebody every day, 
says . Vice-President Nelson D. terling of 
the F. & C. 





The Insurance Commissioner of South 
Carolina has approved the plans for the 
organization of a mutual indemnity com- 
pany of motor bus and jitney operators 
in the state to provide the required 
security demanded under an act of the 


_ last legislature. 





General Agents: 
UNION INDEMNITY COMPANY 





GREENE & GOETSCHIUS, Inc. 


ALEXANDER GREENE, President 
83 MAIDEN LANE, NEW YORK 


CHAMBER OF COMMERCE BLDG., NEWARK, N. J. 


Metropolitan Automobile Managers: 


FIREMAN’S FUND INSURANCE CO. 
HOME FIRE & MARINE INSURANCE CO. 


sometimes meet, the ball hooks to the 
left, and instead of landing on the green 
goes into the clump of trees where some 
interested spectators are watching; a 
cry of pain, a commotion. The runner 
up plays and reaches the right of the 
green in a slight trap. The champion 
goes to find his ball, and locates it easily 
by the side of a badly injured man. The 
ball hit him on the head and dropped 
him, After offering his aid and giving 
his name, the champion takes his mashie, 
chips his ball just short of the cup and 
both players have par, and all even with 
one to go. 

“The eighteenth hole, 455 yards, the 
champion’s drive; it looks like.a perfect 
one, | ut his mind is on that injured man 
and j :tead of a two-hundred-yard drive 
straig “away on the fairway, the ball 
lays i: the rough only seventy-five yards 
away. The opponent has a perfect drive 
and reaches the green in three, the 
cham. ‘on in four; the champion sinks 
his puc for a par five, but has one too 
many and loses his crown. 

“Six months later in the County Court 
the jury awards the plaintiff $7,500 for 
injured eyesight, and loss of time. The 
defendant, the former champion, has to 
face his second loss, and no insurance; 
some sacrifice. 

“A premium of $10.11 would have re- 
lieved him of his worry, for three full 
years. Without the worry he possibly 
might not have been erratic on the last 
hole and could at least have halved it. 

“Just a short history of a true case. 
Do you get the point? It is up to you to 
say the word; we will-.do the rest.” 


NEW COMPENSATION RATES 








Increase Sanctioned in New Jersey Goes 
Into Effect Next Saturday; Im- 
portant Payroll Rule 
On July 4 of next.week the new com- 
pensation rates in New Jersey will take 
effect. These rates apply to all new and 

renewal policies. 

The effect of the change in the rates 
is an average increase of approximately 
9% and was brought about because of 
the increase in compensation payments 
and administrative costs in handling com- 
pensation insurance. The revision was 
made by the Compensation Rating and 
Inspection Bureau with the approval of 
the Commissioner of Banking and In- 
surance. 

A change of importance which takes 
effect July 4 is the following amendment 
to the general rules of the manual: Esti- 
mated payrolls shall approximate the 
actual expenditures as shown by previous 
records or by inspection. When a risk 
passes from one carrier to another the 
estimated payroll used by the new car- 
rier shall in no case be less than the pay- 
roll shown in the expiring policy unless 
the carrier of the expiring policy has 
filed with the Bureau a record of its re- 
quirements of payroll for renewal, which 
requirements differ from the payroll 
shown in the expiring policy, in which 
case the payroll as shown by such record 
shall be the minimum payroll to be used 
by any carrier. The requirements of any 
carrier as to estimated payroll shall be 





subject to the approval of the Bureau. 
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SERVICE 60% 





In keeping with The Travelers idea of serv- 
ice is The Travelite, here illustrated as pre- 
sented to all 1925 Travelers Automobile 
Liability policyholders. 


A needful accessory to night driving, it 
should intensify the confidence of autoist- 
friends of The Travelers in their chosen 
Company. The Travelite is an evidence 
of the desire on the part of this Company 
to protect the life, limb, and machine of 
each of its auto policyholders—as well as 
of that part of the motoring public that 
travels behind on the open road. 


The Travelers protects more motorists than 
any other company. It takes pleasure in 
making this contribution to greater safety 
on streets and highways. 








—for the prevention of 
accidents in night driving 


A red prismatic glass in a neat 
setting, fitted with an adjust- 
able silk elastic band for 
slipping over four fingers of 
the left hand. When illum- 
inated by the headlights of a 
following car, it appears as a 
brilliant red warning light.— 


. Issued to Travelers Automo- 


bile Liability Policyholders 
during 1925, upon payment 
of premium. 


The Travelite is typical of 
that sensible service which 
The Travelers has ever ren- 
dered its policyholders and 
the general public, in acci- 
dent prevention, on which 
it has so far spent over thir- 
teen millions of dollars. 








The Travelers Insurance Company The Travelers Indemnity Company 


Hartford L. F. BUTLER, President 


The Travelers Fire Insurance Company 
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INSURANCE SCHOOL FOR THE TRAINING. OF MANAGERS 


Conducted throughout the year with the exception of August. Next Term: Five weeks 
commencing Monday, June 22, 1925. 
Sessions to be held at the Home Office, Chicage, : Til. 


FACULTY OF SCHOOL 








J. J. KRIST, Cc. H. BOYER, A. M. JOHNSON, W. A. GRANVILLE, T. W. LEONARD, 
Vice-President Vv. P. & Gen. Mgr. President Ph. D., LL. D., Dir, Vice-President 














J. B. BOYER, Esq. E. C. — J. L. LOARIE, P. H. ENSRUD, J. T. WAGNER, W. M. NEECE, 


General Counsel Asst. Mgr. Life Dept. Asst. Mgr. Ind. Dept. Mer. Group Dept. H,. Oo. Representative 
Mgr. Chim. Dept. 


Lines of business written by the U. S. National 


Industrial Life, Accident and Health Intermediate Life Franchise 
Commercial Accident and Health Industrial Life Automobile 
Monthly Accident and Health Group Life Railroad Installment 


Group Accident and Health 


WANTED: High grade men for attractive and tebipdnaltite positions in every department of all the 
many lines of business written. We operate in 45 states. For particulars address: C. H. BOYER, 
Vice-President and General Manager, National Life Building, 29 S. La Salle St., Chicago, IIl. 















